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EXAMINATION OF 
HOME OF NEW YORK 


Insurance Examiners’ Report Shows 
That Company Has Assets of More 
Than $36,730,267 
CO.’"S CONDITION JUNE 30, 1915 
Surplus To Policyholders of $17,226,636 
—Value of Securities and 
Other Details 


The New York Insurance Depart- 
ment’s examination of the Home In- 
surance Co. has been completed. It 
shows that the assets of this great 
company were $36,730,267, on June 15, 
1915, and its income for the first six 
months of 1915 is set forth in the re- 
port as $10,529,351, which includes net 
premiums of $9,682,893. The disburse- 
ments for the first half of the year ag- 
gregated $8,921,744, which included $4,- 
670,370 losses paid, $338,662 taxes on 
premiums and $600,000 dividends paid. 
The liabilities of the company on June 
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30 are given by the examiners as $19,- 
503,630. This leaves a surplus to pol- 
icyholders of $17,226,636, which in- 
cludes the $6,000,000 capital, a $3,000,- 
000 special reserve fund, a $3,000,000 
guaranty surplus fund and $5,226,636 
surplus. 

The report gives a list of the various 
re-insurances assumed by the Home 
since September 24, 1913. It also gives 
a list of the re-insurance treaty con- 
tracts. The report says in part: 

“Excess of Special Deposits Over 
Corresponding Liabilities——The follow 
ing schedule shows the excess of the 
market value of special deposits over 
the total liabilities charged and ac- 
crued from the business, on account of 
which the deposits were required: 


Market 





North British 
and Mercantile 
Entered United States In surance Co. 


1866 


Established 1809 





Policyholders protected by nearly $9,000,000 United 
States assets, with further guarantee in every policy, 
of protection by entire fire assets of the com- 
pany which are many times larger. 





value of Total lia- over lia- 


Country deposits bilities bilities 





..$800,769 $640,991 $159,778 
82,500 44,881 37,619 


Total excess 


“This total excess has been deduct- 
ed as a non-admitted asset in the fore- 
going financial statement. Under the 
caption ‘Special Deposits,’ appearing 
later on in this report, will be found a 
detailed statement of all deposits made 
by the company to fulfill the require- 
ments of particular statutes. 

Unearned Premiums 

“Unearned Premiums.—The unearn- 
ed premium liability of $16,922,299.43 
was computed upon a pro rata basis.” 
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Casualty & Surety 


Commercial Casualty 
Insurance Company 


NEWARK, 


TOTAL ASSETS BUSINESS WRITTEN 


Dec. 31, 1910 $404,792.15 Dec. 31, 1910 .-- $29,497.31 
Dec. 31, 1911 511,382.11 Dec. 31, 1911 --- 206,333.21 
Dec. 31, 1912 628,702.95 Dec. 31, 1912 ..+ 349,879.06 
Dec. 31, 1913 969,385.74 Dec. 31, 1913 ... 520,402.34 
Dec. 31, 1914 1,293,503.82 Dec. 31, 1914 990,350.16 


Writing Commercial and Industrial Accident and Health—Plate Glass— 
Employers’, Public, General, Elevator, Teams, Contingent and Automobile 
Liability Insurance. 


Agents Wanted in Eastern States 


NEW JERSEY. 
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; SHOULD INCOME TAX. 
BE MADE RETROACTIVE? 


Life Underwriters Contend Renewals 
Earned Before Enactment of 
Law Are Exempt 


CONSIDER PROMINENT COUNSEL 


Ex-Attorney General Wickersham Men- 
tioned for Presenting Argument on 
Appeal—A National Issue 


Is it proper to collect an Income Tax 
on renewal commissions, which though 
now being received were actually 
earned before the enactment of the In- 
come Tax law some three years ago? 
That is a question which bids fair to 
form the basis of an interesting legal 
battle, with life underwriters, headed 
by Edward A. Woods, president of the 
National Association of Life Under- 
writers endeavoring to convince the 
Federal Government that it cannot 
justly be answered other than in the 
negative. 

Not One Man's Fight 

Suit has been entered to determine 
the point by several leading general 
agents, but it has been suggested that 

is not an issue for a single general 
isent or manager, or even a group, but 

the matter is of interest to life 
inderwriters as a whole, and that the 
question should be decided on this 
en made that 
of the appeal 
newals earned 
passage of the law should 
a man of national promi- 


iinst the taxation of re 
- the 


egal affairs, such as ex-Attor- 
General Wickersham. 

Woods Takes Initiative 

ate he initiative in the matter 
been taken by Edward A. Woods, 

president of the National Associa- 

and those who know him have no 
doubt as to his willingness to fight the 
matter to the end regardless of the 
time and expense incident thereto, not- 
withstanding the necessity of frequent 
trips to New York, where the case is 
being tried. His work in the past has 
shown a readiness to advance the inter- 
est of life insurance as a whole, but 
has merited the highest commendation, 
but in this particular instance the legal 
battle should be that of the Life Under- 
writers’ Association. 

The question to be decided is an im- 
pertant one. Doubtless it has been 
assumed that renewals have not been 
earned until the premium is paid, and 
hence must be considered as current 
income; hence subject to taxation un- 
der the Income Tax Act. That is true 
te the extent that only by the payment 
of the premium, may the renewal be 
secured, but so far as the service in 
connection with the earning of the re- 
newal is concerned, it is performed 
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to a great extent during the year in 
which the business is written. 
Will Wipe Out Profit Margin 

Remove the renewal feature from a 
general agency contract, and you take 
away its attraction. It is safe to say 
that few general agents of companies 
operating under the New York law, 
have any margin whatsoever on busi- 
ness the first year. In other words the 
entire compensation goes to the man 
writing the insurance. If one were to 
take into consideration the service 
rendered, and the expense incident 
thereto, there would doubtless be no 
margin to the general agent for the 
second and possibly the third year. 
Nevertheless as service has been ren- 
dered, the general agent is giving lib- 
erally of his time and money and is en- 
titled to remuneration. We must as- 
sume that each general agent feels that 
he will be compensated for that ser- 
vice, but it must come in the form of 
future renewals. 

It will be recalled that following the 
Armstrong Investigation, Section 97 of 
the New York law limited compensa- 
tion to renewals for nine years. A 
wave of opposition sprang up among 
general agents and managers, the ,con- 
tention being that they were thus 
robbed of reasonable compensation for 
developing agents and the expense in- 
cident thereto. Governor Hughes was 
impressed with the arguments made, 
and agreed to a modification of the 
measure so as to permit of the pay- 
ment of renewals on a lower scale for 
an additional period of five years. 

Co-operation Needed 

On the surface, it seems like an in- 
justice to levy a tax that would be re- 
troactive; i. e., apply to an income 
earned prior to the enactment of the 
Income Tax law, and if the matter is 
presented in proper and effective form, 
exemption is probable. 

Mr. Woods, and those who have 
joined him in the movement, are to be 
commended for -having started the 
movement. Prominent life underwrit- 
ers should co-operate in pushing it to 
a success*ul conclusion 





WANTS $100,000 DEPOSIT BACK 


The Hartford Life has made applica- 
tion for an order that Frederick S. 
Chamberlain, State treasurer, of Con- 
necticut, return to it a certificate of 
deposit for $100,000. 

On January 6, 1913, the Hartford Life 
Insurance Company re-insured all of its 
business with the exception of the as- 
sessment or safety fund business out- 
standing with the Missouri State Life 
Insurance Company, and the Hartford 
Life Insurance Company is now doing 
no business, but acting as “agent” in 
the collection of assessments on ac- 
count of the safety fund policies. And 
the company, it was said, is not doing 
business in any State but Connecticut. 
In that State its activities are confined 
to the collection of the assessments. 
Judge Burpee was told that the Mis- 
souri State Life Insurance Company 
has a deposit of $10900 with the 
treasurer of the State of Missouri. 


HOW TO START INTERVIEW 


ATTITUDE 





POSITIVE MENTAL 





Manner of Introduction Makes or 
Breaks Call, Mutual Benefit Life 
Agents Told 





J. R. Jennings, instructor of sales- 
manship, was the principal speaker at 
a meeting of agents of the Mutual 
Benefit held in Hartford a few days 
ago. Mr. Jennings was in the Hart- 
ford Club, following a dinner given by 
Jeneral Agent ‘Arthur J. Birdseye, and 
was attended by agents from many cit- 
ies in Connecticut. Mr. Jennings said 
in part: 

Seven Mental Processes 


“Courtship and salesmanship are the 
same in method. In each you wish to 
get results which will lead up to ac- 
tion, but remember the first ten words 
in your approach will either make or 
break your chances of success. The 


seven mental processes through which 
a customer’s mind passes are: Ap- 
proach, attention, interest, conviction, 
desire, resolve and action. You will 
notice they are the same, that a law- 
yer takes the mind of the judge or jury 
through if he gets results. 

“Now, it is important at the start to 
have a positive, confident mental atti- 
tude and keep it all the way through. 
The only way to do this is te know 
yourself, then your insurance, and then 
the other fellow. Know his needs and 
his weaknesses, how to meet them and 
why they should be met in the way 
that you propose. You know when an 
artist paints a picture he always has his 
picture in his mind before he brings it 
out upon the canvas, and the salesman 
should have definitely mapped out in 
his own mind his proposition before he 
would begin to paint a picture of in- 
surance upon the blank canvas of a 
prospective customer’s mind. 


Conversational Starters 


“The man who starts out by saying, 
‘Anything in insurance to-day?’ or, ‘I 
couldn’t sell you some insurance to-day, 
could I?’ is handicapped to begin with. 
He would want to say, ‘I have some- 
thing that will be of advantage to you,’ 
or, ‘I have a business proposition to 
talk over with you.’ In this way he 
will have commanded his attention by 
appealing to his interests. In other 
words, by getting on his side of the 
fence in the approach instead of mak- 
ing the approach from your own point 
of view. Any clergyman, orator or poli- 
tician must use the same methods. 

“Salesmanship is but one form of 
leadership and you are trying to lead 
some one to take up your insurance. 
At least, you ought to be. And you 
should also talk more life insurance, 
and not quite so much death insurance. 
Death-bed scenes are sometimes ail 
right, but really men have motives 
in life and these motives rule their 
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lives. Detectives find out the motive 
for the committing of the crime and 
work on that. You find out a man’s 
strongest motives in life, work on that, 
and you will sell more life insurance. 


Fallacies 

“Young salesmen are sometimes ob- 
sessed by three fallacies. They some- 
times expect to meet discourteous 
treatment; they think that volubility is 
a necessity; they feel that they must 
know all competitive lines in order to 
“knock” them. Salesmen who have 
self-respect and show it in their bearing 
seldom meet discourteous treatment. 
The bigger the man you approach the 
more considerate treatment you will re- 
ceive, providing you have something 
worth while and can present it in 4 
worth while way. Volubility is not nec- 
essary. It is often a hindrance. The 
important question is not how much 
can you tell your customer, but how 
much he will believe of what you say. 
Always tell the truth and tell it effec- 
tively, first by giving something within 
the customer’s experience, develop his 
confidence, then work from the known 
to the unknown. The gift of ‘gab’ is 
not desirable, but clear thinking and 
clear expression are prime requisites 
of success in insurance selling, or any 
other line. It often takes strong will 
power not to talk when talking would 
be a fault, and don’t ‘knock.’ Every 
knock is a boost for the other fellow. 
Every knock diverts attention from 
your proposition to your competitor's. 
Keep your man’s attention focused. 
Talk your own insurance so well that 
he will forget the existence of other 
companies. Concentrate upon your prop- 
osition and quit rambling. A handful 
of shot in a gun will kill a quail at 40 
yards, but the same amount of lead 
molded into a bullet with the same 
amount of powder shot from a rifle will 
carry force enough to kill a deer a quar- 
ter of a _ mile. Concentrate your 
thoughts, your efforts. Give a brief of 
your proposition first. You may sell 
him on the brief, at least you will find 
the points that interest him most, then 


concentrate upon these points. In this 
Way save your time and energy and 
save the time of your prospect and get 
better results. 


Keep Positive 


“In closing the deal keep positive and 
to the point. Omit irrelevant state- 
ments and jokes. Answer his questions 
by asking questions wherever possible, 
and that will leave you free to take ad- 
vantage of his committals, where if you 
commit yourself in answering his ques- 
tions he will dw just as he pleases about 
making decisions. I mean if a man 
asks how soon he would have to pay 
the premium, ask how soon it would be 
convenient for him to do so, instead of 
committing yourself before he has made 
a decision. You can’t make a delivery 
before he makes a decision. Know your 
goods from every angle. This will gen 
erate enthusiasm and confidence which 
will be radiated into your prospective 
customer’s life, and will net you more 
in the selling of insurance.” 





NEW BOSTON OFFICERS 





President A. S. Browne District In- 
spector of New York Life—L. F. 
Foss Again Honored 





Alexander S. Browne, the new presi- 
dent of the Boston Life Underwriters’ 
Association, is district inspector of the 
New York Life for the New England 
States, and his jurisdiction extends 
even beyond the Canadian line. He 
was born in Scotland. He has a fine 
presence; is a forceful speaker and has 
long been identified with association 
work. 

The senior vice-president, Leon F. 
Foss, has for some years been its sec- 
retary. Never was preferment more 
worthily bestowed, for he was easily 
the most efficient and hard working 
secretary in two decades. Edward 
Marsh, re-elected treasurer, though a 
young man, is a tried veteran, while 
most of the other officers have yet to 
win their spurs in association work. 
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MUTUAL LIFE’S NEW POLICIES 


SIMPLER 





PHRASEOLOGY MADE 





Changes in Several Clauses and Condi- 
tions—Two Columns on Each 
Page 





The Mutual Life has issued new poli- 
cies entirely changing the typographi- 
cal appearance, and simplifying the 
text. The Old English type has been 
eliminated except for introductions to 
paragraphs. The policies are now set 
in two column formation and clauses 
regarding change of beneficiary and 
dividends appear in the first and sec- 
ond columns, first page, where they can 
be quickly read by the insured. 


New Clauses 


The policies contain two new clauses, 
as follows: 

Privilege of Change to Other Forms 
of Policy.—Provided no premium is in 
default and provided the insured is 
then less than 55 years of age, this pol- 
icy may be exchanged at any time as 
from its original date, without medical 
re-examination, for a policy of the same 
face amount upon the Limited Payment 
Life or the Endowment plan, without 
waiver of premium benefit, at the rate 
of premium in force for such new plan 
at such original date. Such exchange 
shall be made upon the written request 
of the insured and beneficiary or as- 
signee, if any, and upon the surrender 
of this policy and upon the payment of 
a sum equal to the differences between 
the premiums paid hereon (exclusive 
of premiums paid for Waiver of Pre- 
mium benefit) and the premiums which 
would have been paid upon the policy 
had it originally been upon the new 
plan, with interest on such differences 
as from the various due dates at the 
rate of six per centum per annum com- 
pounded annually. Allowance will be 
made for any increased dividends on 
the new plan. 

Options 

Paid-Up and Endowment Options.—If 
at any time the reserve held therefor 
shall be equal to the net single premium 
at the attained age of the insured, for an 
amount of life or endowment insurance 
equal to or greater than the face 
amount of this policy, the company, 
upon the written request of the insured 
and upon delivery of the policy, will 
‘endorse the policy as fully paid-up par- 
‘ticipating life or endowment insurance, 
as the case may be, for such amount 
as said reserve will then purchase 
when applied as a net single premium; 
such paid-up insurance shall be subject 
to any then existing indebtedness to 


the company hereon. Or if said re- 
serve shall equal or exceed the face 
amount of this policy. the Company, 


upon legal surrender hereof, will pay 
in cash such reserve, less any indebted- 
ness hereon to the company. 


Occupation 

The Occupation condition now reads 
as follows: 

Occupation.—If, within the period of 
one year after the date of issue of this 
policy, the insured shall engage in mili- 
tary or naval service in time of war 
or in any work as a civilian in any ca- 
pacity whatever in connection with ac- 
tual warfare, and shall die within one 
year from the date of beginning such 


TO PUSH THE TEXT BOOK 





Meeting of Capitol District Life Under- 
writers’ Association—Miles Prize 
Essay Read 





Albany, Nov. 1—The monthly meet- 
ing of the Capitol District Life Under- 
writers’ Association was of more than 
ordinary interest. Mr. Marsters pre- 
sented resolutions on the death of 
Thomas J. Connolly. It was voted that 
a copy be sent to Mrs. Connolly, to the 
office of the John Hancock Life, Al- 
bany, N. Y., and a copy spread upon the 
minutes. For the taxation committee 
Mr. Coffin read a letter from Edward A. 
Woods in regard to practical work to- 
ward relieving taxation of policy of life 
insurance premiums. Announcements 
were made of the bulletins issued by 
Acting Secretary Ensign. 

It was voted that the publicity and 
education committee push the use of 
the National Association’s text books 
written by Dr. S. S. Huebner, placing 
them in libraries and institutions of 
learning. The present and secretary 
were instructed to send a general letter 
to chambers of commerce, clubs, etc., 
with the aim of instituting lecture 
courses on life insurance. 

Treasurer Clark reported the status 
of the advertising campaign and a let- 
ter was read explaining why no adver- 
tising in national publications has ap- 
peared. It was voted that the execu- 
tive committee and publicity commit- 
tee confer in regard to a further adver- 
tising campaign, and report at the next 
meeting. 

Mr. Barnett then gave a vivid talk 
on agency ideals. Mr. Buck reported 
briefly on the last national convention. 
Mr. Cantine read the Calef Cup Prize 
Essay written by R. O. Miles, of De- 
troit. Mr. Coffin gave a brief outline 
of “What Our Association Has Done 
for Life Insurance and Life Insurance 
Agents in the Capital District.” In an 
impromptu speech Mr. Kohn spoke of 
association works and aims. Then Mr. 
DeRouville touched upon “What this 
association can do for agents outside 
and the value to them of membership 
in the association.” 





DINNER TO W. C. JOHNSON 

Boston, Nov. 1.—A dinner was given 
last Friday in Young’s Hotel to wel- 
come William C. Johnson, the new in- 
spector of agencies for the New Eng- 
land district for the Equitable Life, 
into the fold. George T. Wilson acted 
as toastmaster. 





service or work, the company’s liability 
hereunder shall be limited to one-fifth 
of the face amount of the policy, un- 
less, prior to the date of beginning such 
service or work, a single extra pay- 
ment of three per centum of the face 
amount of the policy shall have been 
made to the company. 

This policy (with the exception of the 
Waiver of Premium benefit) is free 
from any restriction as to military or 
naval service, as well as all other occu- 
pations of the insured, after one year 
from its date of issue, as set forth in 
the provisions of the application en- 
dorsed hereon or attached hereto. 





IF your present connection 
stick to it. 


and PROSPEROUS WEST. 





IF NOT, then contract with a WESTERN 
MUTUAL old line life company for territory in the GREAT 


A few DESIRABLE OPENINGS just now, with liberal 
brokerage and renewal contracts for DESIRABLE men. 


Northwestern National Life Insurance Company 
MINNEAPOLIS 


is satisfactory and profitable, 





REDUCED RATES ISSUED 


NEW ERA FOR MICHIGAN MUTUAL 








Detroit Company Lowering Its Premi- 
ums and Issuing New Policies— 
Withdrew From New York 





What will doubtless mark a new era 
in the history of the Michigan Mutual 
Life Insurance Company of Detroit, 
Mich., are new policy forms with large- 
ly reduced premium rates issued by the 
company during the past week. 

One of the new contracts is a $5,090, 
special with rates as low as the low- 
est charged by any company hereto- 
fore and slightly lower than the rates 
charged by the Metropolitan Life for 
its $5,000 policy. The rate at age 35 
is $100.45, or $20.09 per $1,000. 


Birthday Endowments 


The company has also issued a se- 
ries of Birthday Endowments with at- 
tractive rates. For example, a policy 
issued at age 35 for $10,000 and matur- 
ing as an endowment at age 85 calls 
for a premium of $216.10, which makes 
a very attractive contract. 


A new schedule of rates is in course 
of preparation, and will be issued on 
or about January 1. It is the inten- 
tion to materially reduce the schedule 
at present and heretofore in use, and 
in addition thereto policy values will 
be increased on some forms, notably 
the limited payment life policies. 


Some few months ago, the Michigan 
Mutual addressed its field men, or gen- 
eral agents, asking for suggestions as 
to ways in which the business of the 
company might be increased and the 
company popularized to a greater de- 
gree with the life insurance fraternity 
and insuring public. Several who 
have seen long service with the com- 
pany recommended action such as is 
now being taken, and it may be ex- 
pected that once the changes under 
contemplation have been mafe, the old 
institution will be in position to move 
along aggressively. 


An Old, Conservative Company 


The Michigan Mutual Life is one of 
the old, conservative life insurance in- 
stitutions that has been content to 
move along without getting into what 
might be termed the rush for business. 
Prior to the Armstrong Investigation 
the company operated in New York 
State and had an agency in New York 
City, which was in charge of Donald 
Pickard. 


With the enactment of a law limit- 
ing commissions, or the compensation 
for new business, by companies doing 
business in New York, and hence ne- 
cessitating a modification in the agency 
contracts of practically every company 
d-ing business in the Empire State, the 
Michigan Mutual withdrew rather than 


comply with the requirements. Atthe 
time it was understood that its busi- 
ness in this State was not of sufficient 
volume to warrant the change in the 
contracts of its entire agency force, 
Superintendent of Agents T. F. Gid- 
dings has been swinging through the 
eastern agencies of the company dur- 
ing the past week outlining the 


changes contemplated. 


REPORT ON UNITED WORKMEN 





New York Grand Lodge Has $104,905 
For Distribution Among Creditors, 
Liquidator Reports 





Superintendent Phillips, of New 
York, has completed the liquidation of 
the Grand Lodge of Ancient Order of 
United Workmen of the State of New 
York. The A. O. U. W. is one of the 
oldest of the fraternals, and the New 
York Grand Lodge was_ incorporated 
under the Insurance Law of New York 
in 1873. 

During the earlier years the member- 
ship of the New York Grand Lodge ex- 
ceeded 40,000. Prior to 1904 the rate 
charged to members for insurance was 
one dollar per thousand per month, 
which proved inadequate to pay the 
current claims for death benefits. Af- 
ter several hundred thousand dollars 
of unpaid claims for death benefits had 
accumulated the rates were increased. 
A wholesale withdrawal of members 
who were unwilling or unable to pay 
such increased rates followed. When 
the business of the Order was taken 
over by the Insurance Department in 
April, 1915, the membership had been 
reduced to less than 1,800, the liability 
of the Order for unpaid death claims, as 
ascertained and reported by Superin- 
tendent Phillips, aggregated $383,484.14, 
and the assets amounted to the sum 
of $97,300.14. The living members of 
the Order were re-insured in the Grand 
Lodge of the Ancient Order of United 
Workmen of Connecticut. 

The report shows assets on hand 
amounting to $105,562.97, from which 
will be deducted $657.91 for expenses, 
leaving a total of $104,905.06 for dis- 
tribution among the creditors. This 
amount is sufficient to pay a dividend 
of slightly more than twenty-seven per 
cent. (27%) to the 567 claimants for 
death benefits. 





PENN MUTUAL GAIN 

Vice-President Passmore, of the Penn 
Mutual Life, said this week: 

“The tabulation of the September 
paid-for business shows a total of $5,- 
701,330, being a gain of $933,419, which 
extinguishes the slight shortage for 
eight months and leaves a net gain 
for nine months over the same period 
of 1914 of $930,491, the entire paid-for 
new business of this year being $54,- 
429,422. The paid-for business for the 
last three months of 1914 amounted to 
a little over $17,000,000, and it looks as 
though this would be considerably ex- 
ceeded this year, in view of the fact 
that the written business is now some 
$5,000,000 in advance.” 





LIQUIDATES 59 COMPANIES 

The records show that the New York 
State Insurance Department has liqui- 
dated 59 companies since May, 1909, 
when the Liquidation Law was enact- 
ed, of which the present proceeding is 
the 36th to be completed. Assets ag- 
gregating over $8,000,000 have been 
handled by the Liquidation Bureau, 
and an enormous saving has resulted. 





President Arthur E. Childs announ- 
the appointment of Elam & Hall 
general agents of the Columbian 
National Life for Middle and Eastern 
Tennessee. The firm is composed of 
Eaward E. Elam and Emmett T. Hall, 
both experienced and highly regarded 
underwriters of that section. 
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Warm Personal Interest 





The Fidelity 





That describes the happy relation existing between 
the Fidelity and its Field Men, and explains why 
both are forging ahead. Maybe you could reach a 
higher success in that atmosphere. 


Write to 


Insurance Company 
WALTER LeMAR TALBOT, President 


Mutual Life 


PHILADELPHIA, PA. 
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Why Life Insurance Fieldmen’s Club of : , 
Chicago Was Formed Work And Win With Us 
By Alfred Holzman, Organizer of Club 
“The movement started by the Chi- “General agents will not protect us 


cago life insurance salesmen is to elim- 
inate part-timers, brokers and every 
other element that destroys instead of 
builds up the public’s idea of service 
rendered by efficient, honest and con- 
structive life insurance salesmen. 
“Why is it that all opponents to the 
idea of life insurance commissions for 
life insurance men constantly tell us 
that many of the best men in the busi- 
ness to-day started in as part-timers 
and would have been lost to the busi- 
ness if it had been necessary for them 
to sever their other connections in or- 
der to give life insurance a trial? 
Where Part-time Men are Planted 


“Why don’t they tell us that in all 
large cities and small ones so-called 
part-timers, thousands of them, are 


planted in factories, offices, banks and, 
in fact, in all sorts of business organi- 
zations. They never solicit and never 
intend to solicit and wouldn’t know 
how to solicit an application, but spy 
on the regular life insurance salesmen 
who are soliciting among their fellow 
employes and employers and steal the 
application from the solicitor who has 
created the desire for insurance. 

“Why don’t they tell us about the 
fire insurance salesmen who never 
mention life insurance to their clients, 
who have no contract and no license, 
but place in Chicago millions of dollars 
of insurance per year among the larg 
est insurers when they discover some 
life insurance man has opened the 
case? This leech cares not what com- 
pany the prospect selected. He places 
the application in any company and 
at bargain prices just to show his fire 
client that he can be of service to him 

“What about the fellow who gets a 
commission to sell one policy to a 
brother or his brother-in-law or his 
best friend and has then finished with 
the life insurance business? What 
about the fellow who gets a commis 
sion on his own life and shows up no 
more? 
Chicago Club Expects to Carry Out Its 

Purposes 
“The Life Insurance Fieldmen’s Club 





of Chicago has been formed for the 
purpose of placing the life insurance 
business in the hands of the full-time 
life insurance men in Chicago at least, 
and we will do it. There is no ques- 
tion about it. If the general agents 
and managers would only make part 
time contracts with men who really 
want to try out this business with a 
view of engaging in it permanently, 
if successful, there would be no objec- 
tion, but anybody can get and does 


get the commission on one case, if he 
knows how to go about it and it is a 
God-send to the agents that everybody 


is not wise to this fact, else not one 
agent would be able to sell a policy at 
one hundred cents on the dollar in 
Chicago. 

“The part-time problem could be 
easily adjusted if the general agents 
and managers would wish to separate 
the legitimate from the _ illegitimate 
part-timers 

After the Rake-Off Man 

“The rake-off man is the principal 

man that we are after We cannot 


leave it to the general agents and man 
agers to make the distinction, because 
they are not willing to make a distinc- 
tion. 

“A 
cases 


few 
part- 
proven that 


recent investigation of a 
that have been placed by 
time men and brokers has 
every one of these was worked 
up by a regular life insurance agent 
of the company in which it was finally 
placed. Many of these cases were won 
by the agents in competition and then 
lost by him and placed in his own com 
pany by fire insurance agents, book 
keepers and others 


cases 


unless we force them, therefore, there 
is nothing left for us except taking 
this question in our own hands and 
bringing about such a condition where 
we will be the umpires of who shall 
and shall not receive life insurance 
commissions.” 


FINDS 3 POLICIES POPULAR 
Guaranteed Low Cost Temperance, 
Five Year Term and Monthly Life 


Income Contracts 


Three of the policies of the Standard 
Life, of Pittsburgh, whic’ are meeting 
with unusual success, are the Special 
Guaranteed Low Cost Temperance 
Policy, the Standard’s New Monthly 
l.ife Income and Legacy Policy and the 


Five Year Term Policy. 
The Company decided to write the 
first named policy after further inves- 


tigation of furnishing insurance at low 


cost to total abstainers. Instead of 
placing those who abstain from the 


use of alcholic beverages in a mortal- 
ity class by themselves, with the hope 
of paying them large dividends, the 
Company issues to total abstainers an 
ordinary life policy in multiples of $2,- 
that guarantees, because of the 
fact that they are total abstainers, that 
the cost of insurance will be low. The 
Company gives at once the benefit of 
a considerable mortality saving. 

The policy contains a total disabil- 
ity clause, providing that should the 
insured become totally and permanent- 
ly disabled, by disease or accident, 
prior to attaining the age of sixty, it 
vill pay the premiums without any 
charge, increasing each year the cash, 
loan, paid-up and extended values, as 
though the premiums were paid by the 
insured. This contract also provides 
that the principal sum can be paid, if 
desired, to the beneficiary in monthly, 
quarterly, semi-annual or annual instal- 


ments. The policy provides _ for 
twenty-five instalments in any event, 
ind for so many years longer as the 
beneficiary may survive such period. 


The rates for each $2,500 policy in part 


follow: 21, $36.14; 26, $40.64; 30, 
$46.41; 40, $61.69; 50, $93.58; 55, 
$119.18 

Other Contracts 
The Monthly Income, in addition to 


paying a monthly income of 5 per cent. 
t» the beneficiary during her life time, 


pays, at the death of the beneficiary, 
the face of the policy to any person 
designated by the insured. 

The Five Year Term Policy is non- 
participating, and incontestible from 
date of issue. Total and permanent 
disability through disease or accident 

provided for. Rates follow: 21, 


$19.98: 25, $20.60; 30, $21.63; 
4, $25.90; 45, $31.78; 50, 
$61.80. 


or 9° ; 
35, $23.23; 


$42.55; 


WITH FARMERS NATIONAL 
George H. Barmore has joined the 
the Farmers National Life. 
He has spent the last seventeen years 
in life insurance work. His early work 
vas in the East, but for the past sev- 
eral years he has been associated with 
Bruce Whitney, manager of the Cen- 
tral Illinois agency of the Mutual Life. 


J. R. McFEE’S CHANGE 
John R. McFee has resigned as gen- 
eral agent of the National Life, U. S. 


forces of 


A. at Chicago, and has associated him- 
self with the Chicago agency of the 
Penn Mutual Life. Mr. McFee has 
been one year with the National. Be- 
fore that he represented the Massa- 
chusetts Mutual at Chicago. He is 
well known as a specialist in income 
and business life insurance and has 
placed large lines on those plans. 


Peoria Life Insurance Company 


PEORIA, ILLINOIS 








Life Insurance and Texas 


Texas has more than four million people, made up of 
home grown population and the best selections from other 
states. They are a progressive people and they are buying 
life insurance—about seventy million dollars a year. 

More than a hundred thousand suitable subjects in the 
state are uninsured, and several times that number inade- 
quately insured. We want ten or a dozen more good field 
men to tell them about the Southland Life. Address— 


JAS. A. STEPHENSON, President 
DALLAS, TEXAS 











There Is Always Room At The Top 





Come with us and it won’t be so 
hard to get on. 


Live ones win among IZZERS 








Write to J. L. BABLER, Gen’] Manager Agencies 


' International Life 
re ST. LOUIS 








A COOD OPENING 


An old, well established, progressive life insurance company, with unexcelled 
dividend record has good opening at PHILADELPHIA, covering Eastern Penn- 
sylvania. Address, stating qualifications: 

PHILADELPHIA, care of The Eastern Underwriter 
105 William St., New York City 








Industrial and Ordinary Insurance 


The WESTERN and SOUTHERN LIFE 


INSURANCE CoO. 


rere CINCINNATI, O. 
Organized February 23, 1888 W. J. WILLIAMS, President 
RS? 5 ta s-cteth nak eles nue ae he hae sais ole $ 8,763,565 
SE et eae 79,619,535 


Branch offices in all the larger cities of Ohio, Kentucky, Indiana, West 
Virginia and Western Pennsylvania 


AGENTS WANTED 








E. P. MELSON 
President 


MISSOURI 
STATE LIFE 


Salable 
Policies 
Participating and Non-Participating 


The JOBN G. HOYT 

Perfect Protection Policy pending 
OF THE 

RELIANCE LIFE 


gives you something absolutely new 
and different to talk to your pros- 





pects. Gives you a chance to earn 
more money than you are now 
making. 


Our Life Insurance Contracts con- 
tain the most up to date clauses 
known to the Insurance World. 
The Accident and Health gives full 
protection for at least a third less 
cost than regular casualty com- 
panies. Our agency contracts are 
as liberal as can be made. 


WRITE AND WE WILL_ TELL 
YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company 
of Pittsburgh 
FARMERS BANK BUILDING 
PITTSBURGH, PENNSYLVANIA 





Special Inducements for 
General Agency Contracts 


Home Office: ST. LOUIS, MO. 
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AGENTS PAY TRIBUTE 
TO M. G. BULKELEY 


AETNA MEN TO STRIVE FOR 
HONOR MEDALS 


Idea Originated With Agents—Career 
of Man Who Began at Dollar 
Weekly Salary 


Following the remarkable achieve- 
ment of the Aetna in taking an army 
of one thousand agents to San Fran- 
cisco, it is now announced that a cam- 





MORGIAN G. BULKELEY 


paign has been launched to increase 
Aetna business during November and 
December, the campaign to be known 
av “The Bulkeley Tribute.” 

An Agency Idea 

The plan to honor the president of 
the Aetna, who began work as an er- 
rand boy in the Company, was con- 
ceived by the agency organization, 
which appointed a general committee 
to take charge of the campaign. The 
winners will be awarded three classes 
of medals, containing a fac-simile of 
the president’s picture. The commit- 
tee consists of W. G. Wilson, J. C. Bar- 
rows, A. H. Knoll, J. W. Essick, G. H. 
Campbell, L. J. Muma, C. H. Phelan, 
George Tramel, H. K. Remington and 
A M. Savage. 

Committee’s Circular 

The general committee has issued a 
circular to the agency force reading 
as follows: 

“From time to time the Aetna Life 
and its affiliated companies have an- 
nounced and carried through a num- 
ber of plans for the production of new 
business in all of the different lines 
written by them. To all of these you 
have responded nobly and have helped 
the company build up an organization 
and a premium income of which any 
company or any number of companies 
might well be proud. 

“What you have done, however, has 
been done at the the instance of the 
company and we now propose to show 
our good friends at Hartford that the 
agency organization in the field can 
plan and carry through a campaign 
that will exceed in results anything 
that has yet been accomplished, and 
at the same time demonstrate in a 
practical way our appreciation of Mor- 
gan G. Bulkeley, the president of the 
Aetna Life and its affiliated companies. 
Under his able guidance the three 
companies have grown by leaps and 
bounds until to-day the word ‘Aetna’ 
i; of as much service to an agent as a 
letter of introduction. 

Appreciation of the President 

“The general agents and the branch 
managers now wish to show President 
Bulkeley that they fully appreciate his 
teresight in giving them such strong 


companies to work for. We have ac- 
cordingly set aside the months of No- 
vember and December as ‘Bulkeley 
Tribute’ months, during which period 
we ask all Aetna agents to make an 
earnest effort to secure more new 
business in any and all Aetna lines 
than they have ever written in any 
similar period. 

“This is going to be the biggest thing 
that has ever been done in the way of 
business getting in connection with the 
Aetna companies, and it is our purpose 
to issue as a reminder of the occasion 
a medal commemorating the event. 
The medal will be issued in bronze, 
silver and gold. Agents producing and 
paying for $200 in new premiums will 
be awarded a bronze medal, $790 in 
new business will entitle the agent to 
a silver medal and $1,000 in new busi- 
ness will secure a gold medal. These 
medals will have a cut of President 
Bulkeley in bas relief 

“By new business is meant business 
which has not been on the books of 
the companies for sixty days prior to 
November 1. Rewritten business will 
not count as new business. No one 
risk will be allowed to count for more 
than $200, no matter what the amount 


Derectors Of 
The ALine Life in Mee® 
ound Lahde Once On 
Bry Thomas Jefiers. 


in the Thirteenth New York Regiment 
and went to the front. 

On the death of his father in 1872, 
Morgan G. Bulkeley located in Hart- 
ford where he took up many of the 
business interests that had engaged 
the attention of his father. In 1879 he 
became president of the Aetna Life, 
which office he has since held with 
conspicuous success. Except for an in- 
terval of seven years, the Aetna Life 
has been directed during its entire ex 
istence by father and son. 

Progressive Spirit 

The assets of the Aetna Life in 1879, 
when Morgan G. Bulkeley assumed 
the presidency, were $25,503,138, and 
he has seen this sum grow to the vast 
figure of $119,516,736, which were the 
assets of the Aetna Life on January 1, 
1915. His progressive spirit was not 
content to let the Aetna simply con- 
tinue along with life insurance, so he 
opened an accident department of the 
Company in 1891 The accident busi- 
ness grew very rapidly, and in 1898 a 
health department was added, while 
the liability department of the Com- 
pany was organized in 1902. Mr. Bulke- 
ley organized the Aetna Accident and 
Liability Company in 1907 and the Au- 





President Bulkeley and Aetna Board of Directors 


of the premium may be. No agent will 

be awarded more than one medal.” 

Senator Bulkeley’s First Salary $1 a 
Week 

Morgan G. Bulkeley began with the 
Aetna Life as a boy by sweeping out 
the office, for which he received the 
sum of one dollar a week. Since 1879 
he has been connected with the Com- 
pany continuously, and the Aetna is to- 
day largely what he has made it. 

Mr. Bulkeley was fortunate in birth 
and ancestry. The founder of the 
Bulkeley family in this country was 
Peter Bulkeley, a fellow of St. John’s 
College, Cambridge, England, who emi- 
grated to Massachusetts in 1635, and in 
1636 with others established the settle- 
ment of Concord, Massachusetts. From 
such stock came _ Eliphalet Adams 
Bulkeley, father of Morgan G. Bulkeley. 
A graduate of Yale, he studied law 
and practiced in East Haddan for a 
number of years. Moving to Hartford, 
he at once became connected with the 
city’s leading financial institutions, and 
was recognized as a foremost citizen. 
E. A. Bulkeley was the first president 
of the Connecticut Mutual Life Insur- 
ance Company. He took an active part 
in politics and was one of the founders 
of the Republican party. He was a 
judge, commissioner of the school 
fund, State senator, speaker of the 
house of representatives. 

An Errand Boy 

Morgan Gardner Bulkeley was born 
in East Haddan, December 26, 1837 
In 1851 he went to Brooklyn, N, Y., and 
began his business career in a mercan- 
tile house, rising in seven years from 
the grade of errand boy to partner 
When the civil war came he enlisted 


tomobile Insurance Company of Hart 
ford, Conn., in 1913, of both of which 
companies he is president. These two 





GOOD PLACES 
For STRONG WORKERS 


Always ready to necotiate with energetic 
men capable of producing paid-for Insur 
ance in Satisfactory volume. 


Much unoccupied and desirable territory. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
ARTHUR L. BATES, President 


Address: ALBERT FE. AWDE, 
Superintendent of Agencies, 
7 W. Madison St.. Chicago, Ill. 








S. SAMUEL WOLFSON 


Distr:ct Manager 
Equitable Life Assurance Society 
43 Bible House New York City 
AGENTS WANTED 








companies are affiliated with the Aetna 
Life, and the trio is one of the strong 
est and most progressive organizations 
in the world. j 

With all his devotion to the Aetna 
Life, Mr. Bulkeley has found time to J 
serve his city, State and country in 
various capacities from mayor to 
United States Senator 

Political Career 

His taste for politics was early indi- 

ceted After serving as councilman 
(Continued on page 9.) 





Equitable Life of lowa 







Our Slogan 
$100,000,000.00 IN FORCE BY 
DECEMBER 31, 1915 


iddress 
J.C. CUMMINGS, President 
DES MOINES, IOWA 








You Wish To Be Paid Well 





for your efforts. Producers receive 
liberal compensation under the 


Direct Agency Contract 
OF THE MANHATTAN LIFE 





A top-notch renewal income as- 
sured for years to come. 


Several pieces of excellent terri- 
tory, with exclusive rights, open 
for men of character and ability. 


For particulars address 


THE MANHATTAN LIFE 
INSURANCE COMPANY 
66 BROADWAY NEW YORK 








WHAT IS OPPORTUNITY? 


As arule something you create 
yourself, but working conditions 
helpa great deal. That ts where we 
can help—if you can deliver. One 
or two openings of tmportance now 
—but only for the right men You 
may be the man. 


Pittsburgh Life and 
Trust Co. 


Home Office, Pittsburgh, Pa. 


W. C. BALDWIN, President 
HOWARD 5S. SUTPHEN, Director of Agencies 


It’s your move 














| Ambitious, Productive and Trustworthy Life Agents may be 
| benefitted by corresponding with the 


| Berkshire Life Insurance Company 
of Pittsfield, Mass. 
Inc. 1851 


New policies with modern provisions 


W.D. Wyman, President 


W.S. Weld, Supt. of Agencies 


Attractive literature 
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PREMIUM HOLDINGS AND 
EXPENSE LIMITATIONS 


VIEWS OF VICE-PREST. RHODES 
OF MUTUAL BENEFIT 


Some Comments on Recent Expense 
Amendment in New York 
State Made 


At the meeting of the Actuarial 
Society in Philadelphia last week, E. E. 
Rhodes, vice-president of the Mutual 
Benefit, discussed the true function of 


lcadings, and, incidentally, the effect 
of the amendment to Section 97 of the 
New York insurance law, proposed at 
the last session of the legislature of 
this State. 

The law now limits the total insur- 
arece expenses of companies doing 
business in New York to the total load- 
ings plus the present value of certain 
assumed mortality gains. The proposed 
amendment substituted for the load- 
ings a percentage of the net premiums 
The Superintendent of Insurance is 


mistaken in saying that this amend- 
ment was opposed on the ground that 
a mutual company should not be per- 
mitted to draw upon its gains from 
mortality, interest and miscellaneous 
sources, for the purpose of defraying 


insurance expenses. Practically all in 
surance companies draw temporarily 
upon one or the other of these sources 


of gain for this purpose, and the prac- 
tice is directly recognized and vali- 
dated by Section 97, says Mr. Rhodes 
Form of Superintendent’s Question 
Open to Criticism 

Mr. Rhodes in part, said: The word 
“loading” must be accepted as refer 
ring to that part of the gross premium 
which is intended to provide for expen- 
ses and contingencies Some writers 
refer to the loading as providing also 


for dividends to policyholders; 


evident that any provision therefore is 
in excess of the provision for expen 
ses and contingencies. If it were other 




















wise a company would have ) 
upon the more or less problematical 
gains from mortality and interes oO 
meet the cert expenses of conduc 
ing the business. It is clear that there 
is no relation between net premiums 
ard expenses, as the net prs im for 
a life policy provide nothing more 
than the tabular cost of insurance 
This fact was sufficient to condemn 
the proposed amendment 

The Superintendent asks ‘Should 
any mutual comp ve limited as to 
total insurance e) such a man 
ner that it must e its premium 
in order to comply 1 e limitation 





when its own experience dem 
that it ] 


can safely proceed 











creasing its rates?” The 

question is perhaps open 

as it seems fair to draw a distinctior 
between a company organized and al- 
ways conducted as a mutual company, 
and a organized as < tock 
company, Ww though mutualized, 
has had no ien¢ a mutual 





company 
What Mutuality Means 








It will be agreed, doubtles t in 
the case of a mutual compar having 
consistent rates for all forn yf 
ance, waose xperience as 4 
company has demonstrated such rates 


to be ample, the legislature should not 

















impose any expense limitation which 
would have the effect of comp 
such a company to increase its rates 
If, however, the es of a mutual com 
pany for various forms of policies are 
not consistent, the argur it that a ce 
tain expense limitation should be dis 
carded because it ould have the ¢€ 
fect of increasing the rates on 
forms in order to make them 

ent with the rates on other 

would not be ] Mutualit 

ly requires that premium rates for all 
plans should be consistent If the 
rates for a particular plan do not pro 
vide the same margin as do the rates 
for other plans, any deficiency in the 
rates for the particular plan would 





Representing 





The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘o/dest company in America”’ 
mean certain success for you. 


For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N.Y. 








ive to be borne by other policyhold- 
ers If the rate for all plans are con- 
sistent, even if all prove to be insuffi- 


cient, all members of a mutual compa- 
ny suffer alike in any necessary scaling 
down of the contracts. 

It would seem to be a cardinal prin- 
ciple of mutual insurance that the rate 
lar form of policy should 


for any particul 
» sufficient for the following purposes: 





Ist, to meet all the policy obligations; 
2d, to meet the necessary administra 
tive expenses; 3d, to enable the com- 
pany to maintain an adequate contin 











gency reserve; and 4th, to maintain 
the agency organization, all on the as 
sumption that no other form of policy 
is issued by the company If other 
forms of policies are issued and the 
rates for a particular form of policy 
are insufficient for the purposes enu- 
merated above, some part of the net 
cost which should be borne by policies 
issued under the insufficient rate is 
necessarily borne y policies issued 
under tables calling for higher premi- 


1m loadings. If a mutual company has 




















a zh premium rate for one class of 

and 1 low in rate tor 

yr the wi gh” and 

reiative sense), the 

>. iving l hign rates 

e guaranteeing something to the pol 

( olders paying e low rates In 

ent of serious losse those paying 

he ites lose firs nd lose most 

If a company charges a smaller load- 

ng than is necessary to cover expen 

s it is discounting unknown and un- 

certain future profits, and applying 

ch profits toward a reduction of the 

premiums which would otherwise be 

necessar There is a violation of mu 

t i specia orm of police y be 

d und rate so le as to pre 

¢ le the possibility of their sustaining 

al part of the los event of the 

happening of some unforeseen contin 

gency 

Worth of New Business 

uestion of t Superin 

yuld itual companies 

f ( ( iTge load 

! emium whie? 

to cover all insurance 

sting laws provide that 

f ] s than the net 

ed Y the legal 

reserve a compa hall be charged 

ith a special reserve sufficient to meet 

such deficiency I co ar premi 

im rate were all le than the net 

premium required to maintain the legal 

res the compan} vould become 

t inless it ga ym. mortal 

est cellaneous sources 

were sufficient to pa e) es and 

put up the required spe eserve 

It is difficult to believe the nsur 

ance department would license a com 

pan which adopted such rates Fur 

thermore, it is difficult to believe that 


would license 
whose premium rates were 


an insurance department 
a company 


only a trifle in excess of the required 
net premium. In such case the refusal 
to license might be properly based upon 
two grounds; first, that the company 
was discounting too heavily its prob- 
lematical gains, and second, that inas- 
much as the insurance public has been 


educated to regard the difference be- 
tween the gross premium and the net 


premium as the expense provision, the 
adoption of an _ insufficient loading 


would be deceptive and misleading in 
that it would convey the idea that the 
company’s business would be conduct- 


ed much more economically than would 
be the case. 

Whatever may have been our opinion 
egarding Section 97 of the New York 


insurance law when it was proposed, I 
think we may all agree that its effect 
upon the business of life insurance has 
been very wholesome, except possibly 
in the effect it has had of encouraging 
the issue of an undue proportion of 
term insurance. I would not defend 
the measure as a proper voluntary 


limitation of expense for all companies 


alike. Speaking from the standpoint 
of a company we may say that it is 
istified in paying for new business 
what the new business is worth to it. 
Probably in no two companies is new 
siness worth the same amount An 
established company with a well organ- 
zed, efficient and loyal agency force 
and with a reputation for economical 
management and fair and liberal deal- 


ings with policyholders, can and should 


ol'tain business more cheaply than a 
company which lacks these things; and 
we may say that new business is worth 


more to the latter company than to the 
former We may that new 
business is worth moribund 
than to a going concern. It 

doubtful whether a legisla- 
ture would be justified in considering 
facts It must regard the ques 
from the standpoint of the public, 


also say 
more to a 


company 


however, 


nese 


t 
tion 


and it would seem good public policy 
or the legislature to say that a com 
pany which was unable to obtain new 
business within certain limits of ex 
pense should not be permitted to do 
business in the State. What these lim 
its should be is a question upon which 
ve cannot expect entire unanimity; but 
we may perhaps be able to agree upon 


certain principles, the most important 
oO which are that new companies 
should be able to establish themselves, 
ind that companies which have suf 
fered reverses should have a fair 
chance of retrieving themselves The 
limitation, therefore, should not be 
based upon what the best managed 
companies have been able to do, but 
upon certain generally recognized prin- 
ciples which in my opinion are reflect- 
ec in Section 97 as it now stands. 


A Fair Question 


That actuaries generally have recog- 
nized the loading aS an expense pro- 
vision is shown by the definitions in 


corporated in this paper, and the 
weight of evidence in this respect is 
so preponderant, that it must be ac- 
cepted. I think that actuaries will gen- 
erally agree, also, that companies are 
justified in meeting the expense of new 
business out of the mortality gains 
arising from the effect of selection. 
Whether companies should be permit- 
ted by the State to expend the actual 
gains in this respect or be restricted 
t> certain assumed gains is a fair ques- 
tion, upon which there may well be a 
difference of opinion. If the American 
table be retained as a legal standard I 
think I would be inclined to favor an 
expense allowance based upon the ac- 
tual mortality gains for the first five 
policy years in lieu of the present as- 
sumed gains, if the actual gains were 
more than the assumed gains. If a new 
select table be prepared, as now seems 
likely, and if such table shall be adopt- 
ed as a legal standard, such table will 
probably afford very small mortality 
gains, and it will be necessary, unless 
Section 97 be retained in its present 
form, to find some new method of lim- 
iting expenses. Section 97 if retained 
would then become much more arbi- 
trary than it is at present, as the mor- 
tality gains would be based upon a mor- 
taiity table which was no longer used 
for the calculation of premiums and 
reserves, aS well as upon certain arbi- 
trary percentages of the tabular death 
rate. It might, nevertheless, continue 
to prove as good a practical measure as 
it has in the past. Section 97 as it now 
stands does not measure first year ex- 
penses by the actual loadings, although 
the total expenses are so measured. In 
general it may be said that Section 97 
follows as closely as the legislature 
dcemed practicable the idea that ex- 
penses should be limited to loadings 
and the mortality gains arising from 
the transaction of new business. 

The true loading, or margin, as dis- 
tinguished from the nominal loading, is 


the difference between the gross pre- 
mium and what is actually required. 
This true loading may of course be 
averaged by using a mortality table 
which represents a company’s mortal- 
ity experience, a rate of interest ap- 
proximating that actually earned, and 
a nominal loading based upon actual 
expenses, and also a provision for the 


maintenance of a contingency reserve. 
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ACTUARIAL SOCIETY 
MEETS IN PHILADELPHIA 


HEALTH REQUIREMENTS UNDER 
RE-INSTATED POLICIES 


Mutual Life's Recent War Experience 
—D. P. Fackler’s Appeal for 
Annuity Participation 


The semi-annual meeting of the Ac- 
tuarial Society of America, held in 
Philadelphia, on October 28 and 29 was 
of unusual interest inasmuch as about 
one hundred attended and papers were 
up to the Society’s standard of excel- 
lence. On the evening of October 28 
there was a banquet at the Bellevue- 
Stratford attended by the presidents of 
the Penn Mutual Life, Provident Life 
& Trust, by other company officials 
and the actuaries themselves. 

Arthur Hunter’s Paper 

In his paper entitled “Requirements 
as to Health under Applications for Re- 
instatement of Policies. Mortality 
under Reinstated Policies,” Arthur 
Hunter, of the New York Life, took 
up first the question of the different 
requirements the different companies 
make as a condition of re-instating pol- 
icies and later in the paper considers 
the question of the mortality under re- 
instated policies. The requirements he 
finds to be somewhat varied with the 
different companies. In some cases a 
personal certificate of health is accept- 
ed shortly after lapse and in other 
cases either a certificate of health or 
a full medical examination is required. 

An interesting question under this 
part of the paper applies to policies 
giving the right to re-instate under 
certain conditions within a _ certain 
time after lapse. The ordinary condi- 
tion is upon “evidence of insurability 
satisfactory to the company” and Mr. 
Hunter discussed the question whether 
this means merely evidence of good 
health or includes the other require- 
ments as to insurability which would 
exist were the insured an applicant 
for a new policy. He concluded that 
the expression means what it says and 
that under such a clause an insured 
cannot demand restoration unless he 
is insurable, i. e., would come up to 
the requirements for new insurance 
even though the medical examination 
itself may be satisfactory. This would 
mean that restoration could be declined 
if the insured were financially, or in 
habits, not up to the standard of the 
company or if he had changed his oc- 
cupation to something which would 
prevent his acceptance for new insur- 
ance. 


Mortality Under Re-instated Policies 

The latter part of the paper treated 
of mortality under re-instated policies 
and is of particular interest because 
practically no investigations have been 
published in regard to this. He made 
an investigation of re-instated policies 


in the New York Life and in this in- 
vestigation separated those where a 


medical health certificate was obtained 
from those where only a_ personal 
health certificate was required and 
also separated both from the cases 
where there was a full medical exam- 
ination for re-instatement. The mor- 
tality in the cases which were re-in- 
stated under a personal health certifi- 
cate was divided into first, second and 
third years after re-instatement and 
the years following the third grouped 
together. It is interesting to note 
that the rate of mortality in compari- 
son to the expected was smaller dur- 
ing the first three years after re-in- 
statement than it was in the later 
years and that also it was positively 
small. This would tend to indicate that 
the mere statement of the insured that 
he was in good health, which was what 
the personal health certificate amount- 
ed to, seemed to be sufficient to give 
the company a good experience on 
those whom it re-instated under this 
plan. The personal health certificate 
was used only in cases where the lapse 


had not been long and even where the 
lapse had been short there were cer- 
tain cases under which a personal cer- 
tificate could not be accepted. The 
longer cases and the special cases un- 
der the shorter lapses required as a 
condition of re-instatement a medical 
health certificate or a re-examination. 


Where Some _ Medical 
Was Obtained 


The experience under _re-instate- 
ments where some sort of a medical 
examination was obtained was smaller 
and consequently could not well be 
separated into years after re-instate- 
ment but was simply taken as a total. 
It is interesting to note that under the 
medical health certificate the rate of 
mortality was somewhat higher than 
under the personal health certificate 
and that under the full medical exam- 
ination it was lowest of all by policies 
but higher than under the personal cer- 
tificate by amounts. The experience is 
not large enough to give the differ- 
ences any particular significance and 
the total result may be briefly stated 
as follows—that under the system of 
the New York Life the mortality re- 
sults on re-instated policies were satis- 
factory in each of the groups mention- 
ed for restoration, namely, on a per- 
sonal health certificate, on a medical 
health certificate or on a full merical 
examination. 


Examination 


War Experience of Mutual Life 

A paper was read on military service 
and its bearing on the policy contract 
(including the recent war experience 
of the Mutual Life). The author was 
John S. Thompson, of the Mutual Life. 

The paper traces the development of 
the attitude of the American compan- 
ies towards military and naval service 
during the last 25 years, exhibiting the 
fact that whereas twenty-five years 
ago practically all companies employed 
a restriction against active service in 
the Army or Navy practically all poli- 
cies are now unrestricted in this re- 
spect. British policies until the begin- 
ning of the war were almost as liberal 


but now contain a severe restriction 
designed to eliminate all such extra 
hazard. Companies operating on the 


Continent of Europe have evidently oc- 
cupied a middle position. A common 
custom of Austrian companies for ex- 
ample, in 1912, was to make the poli- 
cies unrestricted up to a very limited 
maximum wiich in no case exceeded 
about $6,000. 

A brief analysis is submitted of the 
experience of the Mutual Life Insur- 
ance Company of New York in the 
present European war up to the first 
of October. The total intimations to 
that date amount to about $400,000 in 
cluding about $58,000 claims caused by 
the destruction of the steamship “Lus}- 
tania.” Of the total claims, about 40 
per cent. were incurred at ages over 45 
and slightly over 25 per cent. of the 
total were incurred in each of the age 
groups 26-35 and 36-45. Claims amount 
ing to over $54,000 or about 134% per 
cent. of the total arose under policies 
issued in the United States. In con- 
nection with about $300,000 of the 
claims incurred knowledge was at hand 
as to the cause of death. Of these 
about one-third were killed in active 
service, 12 per cent. died from wounds 
received from active service and over 
one-third died from illness and diseas 
due to active service. 

Accidents to Non-combatants 

The balance is accounted for by 
cidents to non-combatants. Classifica- 
tion is, of course, difficult. The indica- 
tions are that, compared with other 
great wars the rate of death from ua 
tual warfare is increased and that from 
disease decreased. The number of 
lives in this group was 87 of whom 35 
with about $150,000 insurance were of 
ficers and 33 with $70,000 of insurance 
were privates. A rough estimate is 
made that the average extra mortality 
due to the war is about 344 per cent. 
of the sum assured which is made up 
of a minimum extra for officers of 
about 74% per cent. and for privates of 
about 1% per cent. of the sum assured 


but these calculations based on 
very limited data. 

With reference to the experience of 
British companies it is observed that 
in a group of ten, the war claims con- 
stitute about 10 per cent. of the total 
death claims. There is, however, more 
comment concerning depreciated and 
uncertain security values, heavy in 
come tax and curtailment of new busi 
ness than concerning extra mortality 


D. P. Fackler’s Paper 


are 


D. P. Fackler’s paper on “Annuities 
with Participation Based upon Select 
and Ultimate McClintock Tables” is a 
further development of the _ subject 


treated in a former 
author. 

He prefaces his discussion 
quotation from some remarks by Mr. 
Emory McClintock to the effect that 
an average table with a distinctly low 
mortality at all rather than a se 
lect table was to be preferred for the 
valuation of annuities. Mr. Fackler 
points out that recent experience has 
shown a wide divergence from the 
standard tables and suggests that the 
wide disparity between the legal re- 
serves and the premiums charged at 
present for annuities show either that 
the legal reserves are too low or the 
premiums charged are unreasonable. 

On this hypothesis Mr. Fackler has 
applied the select and ultimate princi 
ple of the New York law to the Me- 
Clintock tables and by using varying 
percentages of mortality over the first 


paper by the same 


with a 


ages 


five years has obtained certain annu- 
ity values on the 3, 314, 4 and 5 per 
cent. interest bases. The net 3% per 
cent. premiums thus obtained are, Mr 
Fackler asserts, practically in line with 
the premiums now actually charged 
Mr. Fackler argues that it would be 
safe if the Legislature would permit 
the interest rate assumed in annuity 
valuations to be 4 per cent. since the 
annuity reserves are largest in the im 
mediate rather than in the distant fu 
ture and there is no reason to believe 
that interest rates will fall below 4 


years to come Mr. 
an appeal 
} 


annuities Dy 





per cent. for many 
Fackler closes his paper with 
for the popularization of 
making them participating 


APPOINTS NEW CASHIER 
Albert T. Ellis has 
cashier of tie W. N. Compton General 
Agency of the John Hancock 
Life, New York City, succeeding 
Margaret J. Hobkirk 
cently to become a 


been 





who resigned 
bride 
A NEW PRESIDENT 
sident 


Association 


J. E. Durham, the new pre 
the Penn Mutual Agency 
has been identified with 
for thirty-five years. He is a trustee of 
the company 


company 


that 


Winslow Russell, agency manager of 








the Phoenix Mutual Life, talked be 
fore the Monday Night Discussion Club 
of Hartford on the subject ‘Can a 
Young Man Get Married and . 
Married on $12 a Week?” Offl 

we should say “no,” but Mr. Russ 
makes the point that the ste would 
not be foolish if the husband had abil 
ity enough to advance quickly 
after he had married who go 
married on this salary and who was 
content to remain married at sal 





ary is to be pitied for lack of 





gence, he said 

A man pl 1 this 
salary should first r Ov 
with his fiancee and assure her tl 
it will be possible for him to secure 
an increase of salary within a reason 
able length of time, otherwise he has 
no right to ask any girl to share his 
home, Mr. Russell added The whol 


problem, he said, resolves about the 
fact that the brain of the average man 
is cultivated to only about 10 per 

man receiving 12 


of its capacity \ 
a week should be able by study and 
this salary to an 


application to raise 
amount which would ensure proper 


care for his wife and family. 


cent 





THE 
First Mutual 


Chartered in America 


New England 
Mutual Life 


Insurance Co. 
BOSTON, MASSACHUSETTS 





Operates on a full 3 per cent. Re- 
serve under Massachusetts Law, 
and offers the best possible se- 
curity, with a safe, equitable con- 
tract. 


FINANCIAL STATEMENT 


Assets, Dec. 31, 
TPES scccccves SFIS 
LON vicsnace 65,159,426.58 


-++++ $5,003,584.45 


Surplus ..... 
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EDWARD W. ALLEN, Manager 
220 Broadway, New York 

LATHROP E. BALDWIN, Manager 
141 Broadway, New York 








The “‘Home Life” 


The fifty-fifth annual state- 
ment of the Home Life Insur- 
of which 
George E. Ide is President, pre- 


ance Company, 


sents a record of substantial 
benefits to its policy-holders 
during the year and a solid 
growth in financial strength. 

Assets increased to $30,- 
631,248.70 paying to 
policy-holders $3,110,507 in- 
cluding dividends of 


$571,024 


The insurance in force was 
increased by $4,533,420 and 


is now 


after 


$120,893,433 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. ¥. 
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Live Hints For Business Getters 


Practical Suggestions to Help the Man With the Rate Book Increase His 
Income and Genevral Efficiency 











Through its organ, the 

Writing “Echo.” the Home Life In 

Ordinary surance Co. issues instruc- 
Business tions as to the writing ol! 

ordinary and the necessary 
precautions to be taken in caring for 
this class of business. The instruc 
tions read: 

“Frequently special efforts called py 
various managers who have neglected 
to nerfect their necessary details, un 
fortunately result in the production o1 
high pressure applications, many 1 
which. are phoney, some of which are 
not on the best risks, and various 
other faults have been discovered, 80 
much that the poorly trained and iw 
experienced pessimistic bystander in 
variably shouts at the top of his voice 
when he hears of phenomenal results, 
look out for the lapses. punk business, 
they cannot place it, and several other 
nauseating verbal emissions, crude 
and shocking to you and to me who 
are familiar with the class of business 
that we write and have the reputa- 
tion of placing, whether written under 
high pressure or low pressure. 

“We would not dare insult the intel 
ligence of one agent in our field force 
by suggesting or intimating a doub 
as to the quality of this exceptionally 
large volume of business, written last 
week. We do, however, wish to warn 
the field force that a production of 3. 
300 applicatgons and the issuing of 
that number ot policies in such a short 
time, is decidedly unusual and will re 
quire the very same _ extraordinary 
work in placing these policies properly 
and making the collections thereon. 
that it did in writing the applications 

“We are warning you, gentlemen, 
that the effort is only half over. The 
applications are written, the policies 
are being issued, but the most impor: 
ant part of the work yet remains, and 
that is the placing and collecting on 
this vast number of policies which 
must be handled in connection with 
your regular work, and the quicker 
this is attended to the less trouble 
you will encounter 

“Do not permit a large number ot 
these new policies to remain in your 
desks until] the end of the week, or 
until after collections. Take no chance 
es, gentlemen, you have little time to 
waste. Take the issue over your debit 
with you, place the policies and collect 
thereon as you go, incidentally show- 
ing this big issue to some of the doubt- 
ing Thomases along your debit, and .t 
will indicate to their minds how suc- 
cessful you are, and since success be- 
gets success you will write business 
through a display of your results. 

“The collection percentage of our 
field force at present, which is slight 
ly over ninety-nine, will have a down 
ward tendency if this large issue is 
permitted to remain even one week un 
placed It is imperative, therefore, 
that the same enthusiasm and energy 
shall be displayed through every pa 
of our field for the prompt placing 2f 
these policies, as we already experi 
enced in the writing of 
tions. 

‘Needless to exphasize the import 
ance of this timely advice to our su 
perintendents and assistants, many of 
whom have no doubt taken the matter 
in hand previous to the appearance of 


this ‘Echo.’ 


the applica 


- > = 
The chances are that 
Who at best, you are making 
Shall Fix only partial use of your 
Your Limit self Being your own 
master, you—you who 
are a citizen of a free land and en- 
gaged in the most independent profes 
sion on earth—may think you are get- 
ting a full return from your natural 
abilities and talents But the proba- 





bility is that but a small part of your 
possibilities are under cultivation. 

The way out of this dilemma, this 
self-delusion—the way that opens into 
a bigger, better, and broader use of 
your faculties—is not hard to find. 

Frankness and candor are essential 
in the very beginning. You have got 
to be frank with yourself and admit, to 
yourself at least, that vou are not get- 
ting returns in keeping with your abil- 
iiy. Unless you are willing to concede 
that much there is little hope for im- 
provement. But that point thoroughly 
understood and granted, a great barrier 
has been surmounted and left in the 
rear. 

In actually making your start toward 
bigger, better results, if you cannot 
devise any other way, set aside next 
week and conduct a “special week.” 
Let yourself be both the player and the 
audience in the grandstand. Play the 
game as if you were playing for the 
Championship Pennant and resolve to 
have a generous round of applause 
when the week ends. Christen the ef- 
fort “The Big Hustle” and then see 
that you make it measure up to its 
name. Make night calls as well as day 
calls, where they are to advantage, and 
close the week with Ordinary as well 
as Industrial. 

Next week past, don’t permit a good 
movement to die in its infancy. Re- 
member you are just making a start 
You have got to keep fixed in mind that 
which you want to accomplish. Follow 
uj) one good thing with another. De 
velop and put into practice the ‘“con- 
secutive week” idea. Produce consecu- 
tively, week after week, without inter- 
ruption. Set a mark for each week 
ind resolve to attain it or break in the 
attempt. 

Having a goal to reach, a definite 
amount to accomplish is of the utmost 
importance. The lack of a program 
of action carefully prepared in advance 
is a most frequent cause of indifferent 
suecess. A locomotive must have rails 
to run upon if it is to get anywhere; 
and men must have a plan, a program, 
a well-defined task ahead of them to be 
guided by and toward which to work, 
if they are to accomplish results in 
the least commensurate with their 
abilities. 

Be strong. Feel strong. Believe that 
you are master of your destiny this 
fall—that the outcome of the fall cam- 
paign is going to be just as you make 
it Feel each morning that you are 
starting business anew. Resolve to 
close some business every day before 
its close. The stimulation it will give 
will amply repay you for the effort 

Waste none of your time. It has a 
real money value. Capitalize and dol- 
lerize it. Actually begin talking busi 
ness each morning not later than 
eight-thirty 

Be fair and square with yourself and 
realize the price you will have to pay 
later if you permit procrastination to 
have its own way now. Let your start 
for a larger and fuller use of your 
faculties be from this day on 

Do this and who shal) fix a limit to 
your achievements? 

Equitable (of Washington) Notes 

* - 
In the current issue of 

Insurance the Illinois Life Bulle 

Covers tin W. H. Graybill, a 
Responsibility Kansas special agent 
for that company, ex 

plains how he closed his last case by 
explaining to his prospect that he 
should carry enough of insurance to 
cover his responsibility to his family. 

“T had talked for nearly an hour try 
ing to convince the prospect that he 
should have more insurance. He was 
already carrying $2,000 twenty pay 
ment life and I was trying to convince 


him that he needed at least $5,000,” 
Mr. Graybill explains. 

“IT had approached him from nearly 
every angle but I failed to find a feas- 
ible point to attack. I finally told him 
it was every man’s duty to cover his 
liabilities with life insurance. 

“He came right back at me with the 
answer that he had that and more too. 
He said he owed less than $1,000 and 
that he had that protected with $2,004 
insurance in a good company. 

“My answer to that was, that a 
man’s liabilities did not consist of 
what he owed but what he was respon- 
sible for. 

“To this ne readily agreed. I then 
asked him how much it cost him each 
year to live and keep his family cloth- 
ed and keep his children in school, and 
he admitted that $1,000 would not pay 
the bills. 

“*Then you admit you are liable for 
one thousand dollars a year and if you 


should die your $2,000 insurance would 
keep your family for two years, pro- 
vided it was all applied to their sup- 
port? 

“‘*Now, your family ranges in age 
from five years to fourteen, and ac- 
cording to your own statement you 
are responsible for $1,000 a year for 
the next fifteen years or $15,000 and 
you are trying to deceive yourself and 
your family by covering that $15,000 
liability with $2,900 worth of life in- 
surance. Now, who do you want this 
policy made payable to, your wife or 
your children?’ 

“Well, if you are determined to 
write it up I guess you had better make 
it payable to my wife—she would have 
the family to look after if I should be 
called away.’ 

“*All right, just give me her full 
name, please, and sign on this line.’” 
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The three most important factors of any 
agent’s success or failure, apart from his own 
personality and industry, are—the character of 
the policy contract he offers,—the standing of 
the company behind the contract,—and the 


cost at which the policy can be secured. 


In the superlative degree a three-fold ad- 
vantage, arising from attractive policy CON- 
TRACT, strength of COMPANY and low net 
COST, is enjoyed by every Union Central agent. 
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BENEFICIARIES AND ASSIGNEES 


Paper Read at the Annual Meeting of the Penn Mutual 
Agency Association Held at Atlantic City 
October 19th to 21st, 1915 


Gibb, Actuary 








(Continued from last week.) 


When the right to change the bene- 
ficiary has been reserved by the in- 
sured, the trend of court decisions up 
to the present is scarcely any clearer 
than in the case of the option to sur- 
render the contract which we have just 
been considering. As far as the State 
of Pennsylvania is concerned, decisions 
have been rendered in both the east- 
ern and middle districts which have 
required the insured reserving tke right 
to change the beneficiary in the con- 
tract, to pay over the cash surrender 
value to his trustee in bankruptcy. In 
the eastern district no question of ex- 
emption was raised, but in the middle 
district it was held that the statutes 
exempting policies of life insurance 
taken out for the benefit of the wife or 
children of the insured did not apply 
because of the uncertainty of the bene- 
ficiary’s interest. This question of ex 
emption, however, is likely hereafter to 
play a more prominent part. A new 
statute dated May 6, 1915, has been en- 
acted in Pennsylvania which is intend- 
ed to apply particularly to contracts in 
which the reservation of the right to 
change the beneficiary is contained. 
The language of this statute is as fol 
lows: 

“All poliies of life insurance or annui 
ties upon the life of any person which 
have heretofore or which shall be here- 
after taken out for the benefit of or 
assigned to the wife or children or any 
other relative dependent upon such per- 
son, shall be exempt from all claims 
of creditors of such insured person not- 
withstanding the right to change the 
beneficiary named has been reserved by 
the insured or is permitted by the in- 
surer.’ 

As the United States BKankruptcy Act 
recognizes the exemptions prescribed 
by State laws, the above statute will 
necessarily be taken into account in 


Aetna Aidioné to Honor 
Morgan G. Bulkeley 
(Continued from page 5.) 


and later as alderman, in 1880 he was 
elected mayor of Hartford, and for 
eight years he was the city’s chief 
executive. As Mayor Mr. Bulkeley ex- 
ercised the same care as in the con- 
duct of his life insurance company, and 
his was markedly a business adminis- 
tration. The city’s income was guard- 
ed closely and the expenditures were 
as closely watched. 

When Mr. Bulkeley had finished his 
last term as mayor, he was a man of 
State-wide prominence, and the Repub- 
lican State convention of 1888 nomi- 
nated him governor by acclamation. 
He was elected in spite of the fact 
that the Democratic Presidential elect- 
ors were chosen. Governor Bulkeley 
gave the State also a business admin- 
istration, conducting its affairs as 
though it were a corporation, of which 
he was the head. In 1905 Mr. Bulkeley 
was chosen United States Senator from 
Connecticut, and for six years repre- 
sented the State in the upper house of 
Congress, where his ability as a busi- 
ness man and his sound common sense 
made him a leader. He was one of the 
most frequently consulted and one of 
the strongest members of the upper 
house. 

At His Desk Every Day 

Since leaving the Senate, Mr. Bulke- 
ley has given his attention entirely to 
the business of the Aetna Life and its 
affiliated companies. He is found daily 


cases coming under Federal 
tion. 


jurisdic- 


So-Called Trust Agreement 

An authoritative interpretation of the 
above-mentioned statute is especially 
important at the present time. The so- 
called Trust Agreement is rapidly be- 
coming a feature of life insurance con- 
tracts involving complicated provisions 
and often reaching far into the future, 
and unless the insured reserves the right 
to make a new agreement, the original 
agreement might have the effect of ty- 
ing up the contract indefinitely. Now 
the purpose of a Trust Agreement is to 
dispose of the proceeds of a life insur- 
ance contract in much the same maa- 
ner as other property of the insured 
is disposed of by his will. But circum- 
stances often change radically before 
tne death of the insured and under his 
will he has the privilege of adding a 
codicil or displacing the old will en- 
tirely by a new one. The reservation 
of the right to change the beneficiary 
accomplishes a similar purpose under 
a life insurance contract; it enables 
the insured to make a new disposition 
in keeping with new plans and new cir- 
cumstances. Under advice of counsel 
the Trust Agreement of the Penn Mu- 
tual contract contains a provision stip- 
ulating that it shall be construed accord- 
ing to the laws of the State of Penn- 
sylvania, and accordingly the new 
Pennsylvania statute covering the pro- 
ceeds of policies in which the right 
to change the beneficiary is reserved 
should measurably strengthen such 
agreements against the claims of cred- 
itors in the future, and while it is im- 
possible to guarantee the decisions of 
the Courts in advance, should furnish 
one more argument, if another be need- 
ed, of the unexcelled protection afford- 
ed to the beneficiary by any contract 
bearing the name “Penn Mutual.” 


at his desk going through an amount 
of business that would stagger a 
younger man and doing it as easily as 
he did a score of years ago. Still with 
the vigor of middle age, he refuses to 
admit that he has reached the period 
when most men have found it neces- 
sary to rest. 

Mr. Bulkeley was married in 1885 to 
Miss Fannie B. Houghton of San Fran- 
cisco. They have three children, Mor- 
gan G. Bulkeley, Jr., who is assistant 
treasurer of the Aetna Life, Miss Eli- 
nor Houghton and Houghton Bulkeley. 

Second only to his interest in the 
Aetna Life and in public affairs is Mr. 
3ulkeley’s interest in patriotic socie- 
ties. He has held various offices in the 
Connecticut Society, Sons of the Ameri- 
can Revolution, the Connecticut Soci- 
ety of Foreign Wars, the Connecticut 
Society of the War of 1812, the May- 
flower Society, the Society of Colonial 
Wars, the Grand Army of the Republic, 


the Massachusetts Commandery, Loyal 
Legion, and he is an hereditary mem- 
ber of the Connecticut Society of the 
Cincinnati. 

The pictures shown in this article 
are from the “Aetna Movies,” which 
have been shown in several cities. 
They were taken by the Harold Ives 


Co., New York City. 





A. L. Stein has resigned as manager 
of the Sun Life in Western Pennsyl- 
vania. 





Melville S. Atwood, Jr., has been ap- 
pointed general agent in Philadelphia 
of the Security Life of Chicago. 
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METROPOLITAN LIPE INSURANCE COMPANY 
HOME OFFICE BUILDING 


METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 


Of the People 

The Company By the People 

For the People 

The Daily Average of the Company’s 
Business during 1914 was: 

626 per day in Number of Claims Paid 


8,040 per day in Number of Policies 
Issued and Revived. 


$1,708,728 per day in New Insurance 
Issued, Increased and Revived. 


$305,754.00 per day in Payments to 
Policyholders anc Addition to Re- 
serve. 

$161,826.87 per day in Increase of 
Assets. 


JOHN R. HEGEMAN, President 
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Southern Life 


ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 

LARGEST 

Insurance 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 


CONDITION ON DECEMBER 31, 1914; 
96 c0t b00bs0n000000 000060000008 $11,138,324.57 
Lisbilities TTT TTT TOLLE 9,410,670.62 
Capital and Surplus 1,727,653.95 
Insurance in Force pave 99,256,046.00 
Payments to Policyhoiders since Organization. 15,423,983.48 
Is Paying its Policyholders over .......... $1,250,000.00 annually 
GOOD TERRITORY FOR LIVE AGENTS | 
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WILLIA M N. COMPTON 


General Agent 
Metropolitan District 


St. Paul Bldg., 220 Broadway 
NEW YORK, N. Y. 
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DISCUSS FEDERATIONS The Detroit Life entered the last 
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> sure e esidents held tak ar eaetl 
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— Life for West Tennessee 
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MORGAN G. BULKELEY’S START 

Many life insurance agents, worried 
because of unsatisfactory returns for 
the expenditure of time and energy, 
not only look at insurance through 
dark-colored spectacles, but believe 
that prospects for young men are not 
so good now as they were in the earli- 
er days of the country. They feel that 
it is no longer possible for canal boat 
boys, rail splitters and youthful doers 
of chores on farms to become Presi- 
dent; that big business is swallowing 
small business, wiping out opportuni- 
ties and pulling most men down to a 
uniform low level. 

To such pessimists is recommended 
a study of the main events in the life 
of Morgan G. Bulkeley, president of 
the Aetna Life, to whom agents ofthe 
company are about to pay a remark- 
able business-getting tribute, the idea 
originating in themselves. 

Mr. Bulkeley’s start was 
out the office at a salary of a dollar 
a week, two dollars a year more than 
John D. Rockefeller earned when he 
began work in a grocery store. There 
was no pull, no influence, no sinecure 
which found him in such a position 
and drew him up by various stages un- 
til he became head of the company. 
Power, force and ability in him quick- 
ly developed, and as these qualities 
were demonstrated promotion came. 

Any agent who cannot read the story 
of such a life without a thrill which 
carries with it a desire for emulation 
is not worth his salt. And as long as 
insurance offers such careers as that 
of Morgan G. Bulkeley and others who 
could be easily named there is no place 
in insurance for pessimists. 





sweeping 





PROGRESS IN RATE-MAKING 

These are important days in rate- 
making. More sober reflection is being 
given to this subject by underwriters 
than at any time in the history of the 
business, and soon it will be impos- 
sible for any insurance commissioner 
again to chide a company official with 
satire about rate-making being gov- 
erned by “underwriting instinct,” as 
did Judge Moore, of Ohio, in the fam- 
ous Hotel Astor rating conferences be- 
tween company executives and insur- 
ance commissioners. The L. & L. 
schedule is being tested in many 
places; the E. G. R. plan is being stud- 
ied by dozens of company officials and 


rating experts. The ‘Actuarial Bureau 
is compiling the most valuable and 
complete loss data ever gathered to- 
gether by one body in ‘this country. 
The latest movement in the step to 
bring about scientific rating is the 
standard classification of cities which 
will be sent out by the National Board 
officials next week. 

It is much more important to the 
companies than to any one else that 
rate-making be reduced to as scientific 
a basis as conditions under which rates 
are made, and must be made, will per- 
mit; and that is exactly what is being 
rapidly and as carefully as 


to reach company 


done 
possible. 


as 





AN IMPORTANT ASSOCIATION 

The Life Underwriters’ Association 
of New York is rapidly becoming the 
most important of all the local life 
underwriters’ associations not because 
it is located in the metropolis or by 
reason of its having a particularly 
large and growing membership, but 
this association is taking important ac- 
tion on numerous problems arising in 
the insurance business, important be- 
cause before any such action is taken 
the officers of the association have 
formed the habit of consulting with 
companies. As a result, whenever a 
definite movement is inaugurated by 
this association there is a general un- 
derstanding, not only in New York 
City but throughout the country, that 
underwriters of prominence have given 
the movement their sanction. Thus, 
when Lawrence Priddy, President of 
the Life Underwriters’ Association of 
New York, submitted to the four hun- 
dred life men at the recent Hotel Mc- 
Alpin banquet a plan to check rebat- 
ing, it was known that before the 
idea was given publicity, half a dozen 
company officials endorsed it. The 
Life Underwriters’ ‘Association of New 
York will, therefore, bear watching. It 
is something more than a local organ- 
ization. Its latest activity is to induce 
several companies to put a clause in 
their application saying that insurance 
is not terminated to take the place of 
insurance outstanding. 

With Mr. Priddy’s eloquence, energy 
and capability of arousing enthusiasm 
he could be a leader who would cause 
a great deal of trouble in the life in- 
surance fraternity. Fortunately, his 
enthusiasm is tempered by common 
sense. 





N. S. Bartow, secretary of the Queen, 
began his career as an office boy with 
that Company thirty-one years ago. 
Next he was an inspector of risks in 
New York; then he went to New Eng- 
land as assistant special agent, later 


becoming special. In 1900 he was 
transferred to the home office. He is 
an able executive, and his publicity 
ideas have been strikingly original 
and effective. 

* o s 


Vet S. Moloney, agent of the Hart- 
ford Fire at Cheboygan, Mich., owns 
an automobile, red as an Emma Gold- 
man flag, on the side of which is 
painted his name in gilt letters, with 
the information that he can satisfy any 
insurance need. Moloney goes to all 
fires in his car, sometimes beating the 


department. Every man, woman and 
child in the city knows Moloney, his 
car and his business. 

. « « 


C. H. Woodworth, of Buffalo, recent- 
ly told agents in Los Angeles his rem- 
iniscences of fifty years in the fire in- 
surance business. 




















L. A. 


CERF 


L. A. Cerf, metropolitan manager of 


the Mutual Benefit Life in New York 
City, will write $12,000,000 in his 
agency this year. He attributes his 


success in large part to the fact that 
he was incorrectly trained as a life 
man during his first year in the busi- 


ness. This would seem like a para- 
dox; so we shall explain. At the age of 
twenty-two Mr. Cerf was appointed 


agent in Texas of a life company with 
headquarters in a distant city. He was 
mailed a large number of envelopes 
full of literature and told to get busy. 
He wasted weeks of time mastering 
the facts in the literature, trying to 
understand them and to apply them to 
actual field conditions. He reached 
the decision that while you can teach 
a boy to swim by throwing him into 
deep water, you cannot teach a man 
life insurance on the same principle. 
So it was with the thought of his early 
experience in mind that he established 
a school for training men to be life 
insurance agents about ten years ago. 


This school has been country-wide 
talk because of its successful results. 
Mr. Cerf believes that life insurance is 
the hardest thing in the world to sell. 
Men must be trained to learn two 
things: first, the technique of the busi- 
ness; next the psychology of selling. 
Life insurance has nothing to do with 
the laws of supply and demand. It is 
up to the agent to create the demand, 
and then to supply it. It is possible, 
for instance, to go out as a soap sales- 
man and by dint of hard canvass even- 
tually find a man who will tell without 
solicitation that he needs soap, but no 
man will tell a strange salesman that 
he needs life insurance, an article 
that the average man in the street 
knows nothing about. Unless a 
salesman is master of his subject 
he can no more sell life insurance 
than he could a Corliss engine without 
understanding something of its prin- 
ciples. 

In the Cerf school salesmanship is 
scientifically taught as it is by the Na- 
tional Cash Register Co., the comput- 
ing concerns, and other great sales in- 
stitutions. Men are taught a definite 
canvass, and the necessity for memor- 
izing it. This canvass has scientific 
arrangement: it has an introduction, a 
demonstration and a close. With this 
talk the agent is given a little book, 
containing a great deal of data illus- 
trating the different points in his talk. 
After a man has acquired the talk it is 
not demanded that he imperatively fol- 
low it in slavish fashion; but the gener- 
al agency finds that when a man has a 
thorough canvass in his mind it gives 








The Human Side of Insurance 





him a facility in discussion and a re- 
sourcefulness that would be impossible 
for anybody except a seasoned agent 
to possess. In the school, also, is a 
tabulation of various objections that 
are offered by prospects for insurance, 
developed from years of experience. 
Inasmuch as 80 per cent. of the objec- 
tions in life insurance come under the 
head of procrastination the Cerf school 
has compiled all of the strongest argu- 
ments against procrastination so that 
agents can successfully meet objec- 
tions of this nature. The training in 
closing business is also of tremendous 
value. 

Mr. Cerf was appointed State agent 
in California for the New York Life in 
1288. In 1891 he was made Inspector 
of Agencies of the New York Life for 
the Southern States. In 1896 he se- 
cured control of the Covenant Mutual, 
of St. Louis, which he managed until 
1900 when he sold it to the Metropoli- 
tan Life. In 1904 he was appointed 
manager of the Mutual Benefit for the 
metropolitan district. 

» = * 

Charlies A. Collman, writer of the 
articles in The Fatherland attacking 
certain life insurance companies be- 
cause of participation in or sympathy 
with the Anglo-French loan, was for- 
merly connected with the New York 
“Herald” in its Wall Street branch 
where he wrote financial and railroad 
news. On Park Row the statement is 
made that he has been a New York 
City newspaper man for about twenty 
years. 


* - > 
Fred Greenhagen, formerly connect- 
ed with the Fred S. James & Co. 


office, has associated himself with the 
Schaefer & Shevlin Co., newly appoint- 
ed general agents of the Dubuque Fire 
& Marine for New York and suburban 
territory. Mr. Greenhagen will assume 
the duties of surveyor and assistant 
counter-man. 
. . . 


Paul S. Burns, Boston manager of 
the Mutual Life Insurance Company, 
started in as office boy, polishing the 
handle of the big front door, and has 
worked up through every position in 
the office to its chief. He was a pro- 
tege of Col. Hopkins and everybody 
liked him, so that when he was pushed 
ahead there were no misgivings. When 
the unpleasantness arose last year as 
a result of which T. Howard Lewis, its 
manager, got out, there was no ques- 
tion as to who should succeed him, and 
now Mr. Burns with little more than 
one year as manager, has rounded out 
twenty-five years of service with the 
Company. A little dinner given by his 
associates marked the occasion. 

* - . 


Francis W. Jackson, acting deputy 
comptroller of the Equitable Life As- 
surance Society, has been with that in- 
stitution for fifty-one years. After 
graduating from the Friends Institute 
(known as the “Quaker College’) he 
studied law, and then purchased an in- 
terest in the shipping firm of Webster 
& Company. Then he became a soli- 
citor for the American Exchange Fire 
Insurance Company, which also col- 
lapsed. In 1864 he called at the office 
of the Equitable, with a message from 
his father to Mr. Henry B. Hyde. Mr. 
Hyde asked him how he would like to 
come into the office of the Equitable 
temporarily to aid in the actuarial 
work connected with the Society’s first 
dividend to policyholders—the first and 
only five-year dividend ever declared 
by the Society. It subsequently put its 
insurance on the annual dividend basis. 
But the connection was not temporary, 
and Mr. Jackson became general book- 
keeper and accountant of the Society. 





Lewis & Gender, of Brooklyn, have 
been appointed agents of the Employ- 
ers’ Liability in that borough. 
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FORM TALK-IT-OVER CLUB 


HOME OFFICE MEN TO MEET 








Interesting Luncheon at Underwriters’ 
Club of New York—Specials 
Also Present 





The story current on William Street 
that the head accountant of a fire in- 
surance company who had been with 
one company for forty-five years and 
did not know the head accountant of 
another company who had seen forty 
years’ service in a building a block 
away is hard to duplicate in the under- 
writing end. Yet, there are a great 
many company men who have never 
met each other, despite the multiplic- 
ity of committee meetings and other 
events which throw insurance men to- 
gether. One reason for this is that 
the business is becoming so highly 
specialized that there is not much op- 
portunity for men handling New Eng- 
land business, for instance, to meet 
those handling Western or Southern, 
or Middle Department affairs. 


That there are dozens of fire insur- 
ance men of ability who would enjoy 
meeting each other at lunch occasion- 
ally, and who have not been thrown 
much into contact with each other, was 
evidently the idea of a man who ar- 
ranged a luncheon party at the Under- 
writers’ Club of New York on Friday 
o. last week. 


A List of Guests 


At the luncheon were company offi- 
cials, departmental managers, State 
agents and special agents. Among the 
guests were J. A. Swinnerton, Conti- 
nental; O. E. Lane, Yorkshire; C. B. 
G Gaillard, General Fire; J. E. Curtis, 
Phoenix of London; George K. Clarke, 
Home of New York; B. C. Scudder, 
North River; Fred Sherman, Sun; 
Lawrence Breen, National, and Charles 
F. Enderly, New York Underwriters’ 
Agency. 


It was immediately decided that 
shop talk should not be barred, and 
among the interesting questions dis- 
cussed were recent developments in 
moving picture studio hazards, coun- 
try estate fires, unprotected business, 
hazards in plants making munitions 
ot war and experience on unprotected 
business controlled by New York City 
agents. 


As a result of the lunch a Talk-It- 
Over Club was launched, which will 
meet about once a month. 





WILL ELECT F. A. DEWICK 





Boston Board’s Annual Meeting— 
Member of Dewick & Flanders— 
J. H. Carney Vice-President 





Boston, Nov. 3.—Unless all prece- 
dents fail Frank A. Dewick, of the 
agency of Dewick & Flanders, repre- 
senting the Queen and other compa- 
nies, will be elected president of the 
Boston Board of Fire Underwriters at 
its annual meeting next week. Mr. 
Dewick has received the unanimous 
vote of the nominating committee for 
the chief honor, and there is not the 
slightest whisper of any dissenting 
voice. The other officers nominated 
are as follows: Vice-president, J. H. 
Carney, Kaler, Carney & Liffler; secre- 
tary, F. Elliot Cabot; treasurer, A. 
Jarratt Lewis. Executive committee: 
F H. Battilana, Pennsylvania; W. A. 
Muller, Wm. A. Muller & Co.; and W. 
H. Rogers, Rogers & Howes. The con- 
tinuing members of the executive 
committee are W. B. Henderson, John 
C. Paige & Co. and Charles Haas, 
Charles Haas & Co. 


Fire Insurance Department 


G. Z. DAY PROMOTED 





Special of Crum & Foster Companies 
Goes to Home Office—W. E. New- 
man Succeeds Him 





The Williamsburgh City, North River 
and United States have transferred 
George Z. Day, Pennsylvania special, 
ty the home office and have appointed 
William E. Newman to take his place. 
In a letter to agents the companies 
say: 

“We take pleasure in advising that 
xeorge Z. Day, our special agent for 
your territory, has been advanced to 
an underwriting department manager- 
ship at the home office. In his place 
we are appointing Mr. William E. New- 
man, who has been handling Pennsyl- 
vania and Maryland business for sev- 
eral years and is well acquainted with 
the field. 

“We trust the new arrangement will 
prove equally satisfactory as the old, 
and thank you for giving Mr. Newman 
the support and courtesy you have so 
uniformly extended to Mr. Day.” 

B. C. Scudder, of the home office, 
will accompany Mr. Newman next 
week on a visit to some of the larger 
agents. 


BUFFALO PREMIUMS $2,300,000 


This Includes Tonawanda—L. & L. & 
G., Home, Aetna and Hartford 
Four Leaders 


In talking of Buffalo premiums a 
leading agent of that city said to The 
Eastern Underwriter this week: 

“The fire premium income of the 
Buffalo Board, which includes Tona 
wanda, is approximately 2,300,000. 
There is a small amount of business 
written, in this territory, through non- 
board companies, of which we have no 
specific record and, of course, a large 
volume written through channels other 
than the regular board agency channel. 

“We have no means, at hand, to 
more than make an estimate as to tle 
relative importance of the _ various 
companies. If I were to guess I should 
say the L. L. & G., Home, Aetna and 
Hartford. These four are probably the 
leaders. No records are kept in Buf- 
falo that would give us any informa- 
tion on this matter.” 


THE SYRACUSE INJUNCTION 





Question at Issue Involved Soliciting 
of Renewals—Statement By 
Charles M. McGuire 





The facts in some recent litigation 
in Syracuse are given as follows by 
Charles M. McGuire, of the Syracuse 
Fire office: 

“The Syracuse Fire Office purchased 
the renewals of the Agency of Mce- 
Keough & Dunn, Inc., of this city, and 
paid for the same. One of the members 
of the Company of ‘McKeough & Dunn, 
Inc.,’ and an officer, Edward P. Dunn, 
went to work for another insurance 
agency and attempted to solicit the re 
newals of the McKeough & Dunn, Inc., 
Agency. This office procured an in 
junction some weeks ago restraining 
him from so doing. A few days ago 
Mr. Dunn's attorney made a motion to 
have the injunction vacated, and his 
motion was denied by Supreme Court 
Justice Ross, who also taxed Mr. Dunn 
the costs of $10.” 


TALKS TO HIGH SCHOOL PUPILS 

Boyd F. Maize discussed fire insur- 
ance in a talk before the students of 
the Bloomsburg (Pa.), High School a 
few days ago. Part of the talk was 
confined to tornado insurance. 








UNDERWRITER 11 
AY ‘ele’ Sek” ey GR’ eGR Gil SIke’ Siler SI GW’ Gl’ SE ake Se’ a 
= <a we LD = * \ 22S 
« a 6 rs 
rs a 3 re 

4 

s : s 
& “ 4 rs 
ba oe a 4 3 s _s a. & @ ry é é & 
sl $2 
obs 3) 
a x: 
& * 
» ry 
= & 
& " rs 
Pan GOOD AGENTS = 
i i j ry 

-- in open territory who desire to represent a Company having ‘ 
< ample capital and resources, capable and efficient management, < 
Pe excellent facilities and unexceiled service, should communicate x 
re with the Home Office of the oS 
= YATION INION < 
re NATIONAL UNION 7 
& a company whose operations have been conspicuous for fair re 
& dealing, whose loss paying record—both conflagration and rou- S 
ae tine—has always been characterized by promptness and the Pe 
= highest sense of honor. re) 
s x 
& Its efficiency and agency co-operation have merited the 
“@ permanent support of 4000 Agents. x 
& Why not make this Company your source of supply and a 
& reap the benefit of rv 
= SERVICE THAT SATISFIES cs 
+ Cash Capital One Million Dollars. a 
a 
& PY ae eS 6 6 6 4 6 6 5 6 6 & 4, = 46a as cE ry 
— Sa Se * Ls & 














iI 


SCHAEFER &SHEVLIN 


Announce their appointment as 


GENERAL AGENTS of the 


DUBUQUE. FIRE 
and MARINE 


INSURANCE COMPANY 


of DUBUQUE, IOWA 


for NewY ork and Suburban territory. They will have unexcelled 


facilities for accommodating the brokers at their new quarters, 


No. 2 LIBERTY STREET 


TELEPHONE JOHN 2312 





Statement Home Office, January, 1915 
Assets $1,648,410 Liabilities $1,034,372 
Policyholders’ Surplus, $614,038 
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DEATH OF A VETERAN AGENT 


CAREER OF STEPHEN C. BULL 








Watertown Agency to Be Continued 
By Junior Partner—Strong List 
of Companies Represented 





Watertown, N. Y., Nov. 2.—Stephen 
C. Bull, a fire insurance agent for many 
years, died here a few days ago, fol- 
lowing an accident on September 22. 
The agency will be continued by the 
junior partner under the same name, 
S.C. Bull & Co. The companies repre- 
sented are Aachen & Munich, Pro- 
vidence-Washington, Fidelity-Phenix, 
Commonwealth, St. Paul, German-Alli- 
ance, Rochester-German Underwriters, 
Queen and Connecticut. 

Commenced as Clerk 

Mr. Bull was born in Hebron, Wash- 
ington county, December 1, 1819, ob- 
taining a district school education, and 
at fifteen years of age commenced a 
clerkship in his father’s store at He- 
bron, continuing until he reached the 
age of 21. Following this he obtained 
a clerkship in a wholesale dry goods 
house in New York City. Profiting by 
his metropolitan experiences he opened 
his father’s store in Hebron in 1844, at 
the age of 25 years, and continued in 
the mercantile business there and in 
village of Lansingburgh until 1852. Mr. 
Bull then removed to Orwell, Vt., be- 
coming cashier of the Farmers Bank 
oi that place. Resigning in 1863 he 
opened a hardware store in Whitehall, 
N. Y., afterward engaging in banking 
and insurance. 

At the age of 65, in 1884, he accept- 
ed a position as the first cashier of the 
First National Bank of Mechanicville, 
N Y., and remained there until 1886 
when he purchased the old Saratoga 
Ceunty bank building in Waterford 
and removed to this village to continue 
a useful and honored business career. 
Associated with Mr. Bull was _ his 
nephew, Frank F. Follet, and they 
started the banking business under the 
firm name of S. C. Bull & Co., which 
still continues and will be maintained 
without interruption Mr. Bull’s de- 
mise closed a life of thirty-one years 
o° active employment and mercantile 
business followed by forty-four years 
ot service as a bank cashier and bank- 
er, which is indeed an enviable record. 
The retention of his faculties, and his 
ability to attend to business daily until 
his accident, was ascribed by Mr. Bull 
to his being temperate in all things 
and that he had not burned the candle 
at both ends. 

Mr. Bull lived under the administra- 
tion of all the Presidents of the United 
States from John Quincy Adams to 







date and never missed voting at an 
election since reaching his majority. 
At Orwell, Vt., in President Buchanan’s 
acn ration Mr. 3ull served the 


as postmaster, and during 
i nce in Whitehall the citizens 
elected him supervisor for three suc- 






cessive terms 


TOGETHER AGAIN 








Louis Schaefer and George A. Shevlin, 
as Schaefer & Shevlin, Become 
General Agents of Dubuque 
In another column of The Eastern 
Underwriter is an announcement of 
the appointment of Schaefer & Shevlin 
(Louis Schaefer and George A. Shev- 
lin) aS general agents of the Dubuque 
Fire & Marine for New York and su- 
burban territory This appointment 
serves as a re-union of two young men 
brought up in the business of fire in- 
irance on William street, both having 

sociated together for a good 
years in the office of T. Y. Brown 





Mr. Schaefer entered the insurance 


business in the office of H. C. Plass, 
who was at that time an agent of the 
Franklin Fire. He left that office to go 
with the late T. Y. Brown, with whom 
he was connected for more than 
twenty-two years, leaving the Brown 
office on June 15, 1915, to enter the 
agency business on his own account as 
representative of the Dubuque Fire & 
Marine. 

Mr. Shevlin started in the insurance 
business with T. Y. Brown & Co., and 
was with that office for about twelve 
years. He left to go with the North- 
western National Fire as special agent 
for Western Pennsylvania, with head- 
quarters at Pittsburgh, and has held 
that position for the past five years. 
He succeeded in making a _ splendid 
record for the Northwestern National 
in that field and leaves the company’s 
services with the regret of the officials. 

The headquarters of this new agency 
club will be located at 2 Liberty street, 
where new offices have been fitted up, 
affording ample facilities for the hand- 
ling of their business. Mr. Schaefer 
removed his office from No. 1 Liberty 
street to the new quarters this week. 





DOMINGE’S STANDARDS 





Book of Illustrations Showing How to 
Avoid Fire in Various 
Hazards 





Charles C. Dominge, inspector of No. 
1 Liberty street, representative of the 
German-American, Phoenix of Hartford, 
German-Alliance and Springfield F. & 
M., is the author of an interesting 
booklet of prints to aid in the reduc- 
tion of the fire hazard. This little 
booklet consists of many pages of pen 
and ink illustrations, and is issued 
with the compliments of the German- 
American. 

Standards are illustrate1 for certain 
features in sprinklered risks, for chim- 
ney construction, for the use of ben- 
zine, for coal stoves, for show window 
and cornice communications, for low 
gas stoves, for piers and pillars, for 
skylights and for numerous. other 
things. The illustrations are drawn on 
a large scale, so that the requisite 
standards can be seen in a glance. 





MUST SEGREGATE STUDIOS 





Fact Again Emphasized by Fire in 
Building on Lower West Side, 
New York 





The importance of segregating mo- 
tion picture studios and factories, and 
the necessity for automatic sprinklers 
in connection therewith, was illustrated 
by the fact that the contents of the 
film factory at 213 West 26th street, 
New York, furnished exceptionally in- 
flammable fuel for a fire which appar- 
ently originated on the premises of 
another occupant. The New York 
Board of Fire Underwriters says: 

“The importance of using partitions 
made of fire resisting materials to en- 
close rooms in which inflammable mo- 
tion picture films are being handled, 
was demonstrated by the failure of the 
metal partitions on wooden studs used 
t» enclose the printing, perforating 
and developing rooms on the 4th floor. 

“The desirability of providing a sep- 
arate metal container for each reel of 
film was indicated by the relatively 
small amount of damage to films in in- 
dividual metal cans, as compared to 
the damage to films without such cans 
stored under like conditions in cabinets 
or other containers. 

“This fire is another example of the 
effect of unprotected and poorly pro- 
tected floor openings, showing the ra- 
pidity with which fire communicates 
from one floor to another through such 
openings.’ 





SMOKE AND CINDER CLUB 
The Smoke and Cinder Club will 
meet in Pittsburgh on November 8. 
The speaker will be E. J. Hollister, su- 
perintendent of the fire insurance de 
partment of the Bradstreet Co. 


ARREST IN AUTO CASE 





W. L. Beckorn, of Elmira, Charged in 
New York With Making Fraud- 
ulent Claim 


Wesley L. Beckorn, 53 years old, a 
salesman of Elmira, N. Y., was held in 
$7,500 bail before Magistrate Cobb in 
the Tombs Court on a charge of sub- 
mitting a fraudulent claim of $3,840 
on a Pierce Arrow automobile which 
was destroyed in a fire on March 20. 
Several days previous to the fire he in- 
sured the machine in the Aetna Liabil- 


ity Insurance Company. His proof of 
loss stated that the machine was worth 
$6,100, that the license number was 
1(,830, and that the model was of the 
year 1913. 

On investigation, it is alleged, the 
insurance officials discovered . the 
license number given by Beckorn to 
be that of a physician living in Corn- 
ing, N. Y. They charge that the real 
number of Beckorn’s machine was 
7,288, and that it was a 1910 model 
bought for $500. Beckorn was arrest- 
ed by Detective Hughes of the Auto- 
mobile Squad. 








CASH CAPITAL $700,000.00 


CLEVELAND NATIONAL 


FIRE INSURANCE COMPANY 
CLEVELAND, OHIO 


HYMAN DB. DAVIS, President 
@. T. BROWN, Secretary 


CARROLL L. DeWITT, 
Vice-Pres. & Man. Uaderwriter 





A strong, modern Company that believes in the American 
Agency System and upholds it 





APPLICATIONS FOR AGENCIES DESIRED 








BRITISH AMERICA 


ASSURANCE CO. 


Incorporated 1833 


(FIRE AND INLAND MARINE) 


Head Office, Toronto, Canada 
United States Branch 


January 1, 1915 
ives cienenn vis ceric. eviinn $1,843,585.14 
Surplus in United States........ 723,432.70 
W. R. BROCK, President 
W. B, MEIKLE, Vice-Pres. & Gen. Mer. 











“STRONG AS THE STRONGEST” 


The Northern Assurance Co. 


(LTD., OF LONDON) 
ORGANIZED 1836 
ENTERED UNITED STATES 1876 
Losses Paid - . $85,000, 000 
Losses Paid in U. S. - $28,000,000 
EASTERN AND SOUTHERN DEPARTMENTS 


55 John Street 


NEW YORK CITY 











NATIONAL FIRE 


OF HARTFORD, CONN. 


Statement January 1, 1915, to New York Insurance Department 
LIABILITIES 

Capital Stock All Cash ................. 

Funds Reserved to Meet All Liabilities, Re-Insurance Reserve, 


EEE Re OT Ce ET $ 2,000,000.00 


I do ctnkebd ccecieadsngaknecavesececebepbateteepwneanen 8, 2. 
Wasetsses. Lesses and Other Claims ........ccccccccccccccccccccccccs aeeomnees 
Net Surplus Over Capital and Liabilities .......................008- 3,501.249.48 
Se Se SEY Oe NE os cc cacusensnedenenmiaeeianen $16,049,425.44 
. A. Smith, President S. T. Maxwell, Asst. Secy. F. B. Seymour, Treasurer 
G. H. Tryon, Secretar C. S. Langdon, Asst. Secy. W. J. Fredrick, Asst. Treas. 
F. D. Layton, Asst. Secy. E. E. Pike, Asst. Secy. _ od Roulet, Gen. Agt. 
Surplus to Policy Holders.......... $5,501,249.48 


INSURANCE CO. 








United States Branch 


INCORPORATED 1720 


Royal Exchange Assurance 


LONDON, ENGLAND 


92 William Street, New York 


RICHARD D. HARVEY 


United States Manager 











Authorized Capital $500,000 


Brirnit National Hire 
SJusurance Co. 


DETROIT, MICHIGAN 
A Company to be built gradually and along the indicated 
lines of permanence 


AGENCY CONNECTIONS SOLICITED 
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LOSS RATIOS OF 150 PER CENT 


HAIL WRITING EXPERIENCE 
Some of the Larger Companies Have 
Bad Year—Tobacco Business 


Unprofitable 


Reports made by the principal com- 
panies writing hail insurance show 
conclusively that in the States where 
this class of insurance is largely writ- 
ten upon growing grain, the loss ratio 
has been extremely heavy this year, 
says Best’s Insurance News. There 
are some exceptions, and several of 
the smaller companies active in the 
large Western grain-growing States re- 
port figures showing satisfactory re- 
sults, but most of the companies have 
had a very bad experience. Some of 
the large companies which have been 
most successful in the past in writing 
hail insurance advise us that the losses 
will run all the way up to 150 per cent. 
of the premiums. 

In Canada three companies 
considerable business report profits, 
but one underwriter there familiar 
with the hail insurance situation pre- 
dicts that only about one-third of the 
companies writing hail insurance in 
Canada will show a profit this year on 
that class of business, and it is expect- 
ed that several will show losses. 

A number of companies write hail 
insurance only on tobacco, in Connec- 
ticut and Massachusetts, and one com- 
pany insures only growing tobacco in 
the State of Kentucky. This business 
appears to have been unprofitable in 
New England this year, but to have 
shown a favorable result in Kentucky. 

\A mutual company reports that in 
Texas hail losses will run all the way 
up to ten times the premium income, 
the destruction by hail having been 
many times as great as the normal 
loss. 


writing 


A review of the election day returns 
reveals the names of the following in- 
surance men who were elected to rep- 
resent their communities and _ insur- 
ance business in the New York State 
Assembly: 

Hamilton Fish, Jr., 
sentative of John C. 
Boston, re-elected to 
from Putnam County. 

William T. Simpson, 
Simpson Bill No. 681, prohibiting the 
designation of brokers by life insur- 
ance companies, re-elected to the As- 
sembly from the 12th Assembly Dis- 
trict of Kings County. 

George R. Brennan, former chairman 
of the Assembly Insurance Committee, 
re-elected to that body. 

H. \A. Murphy, an agent, elected to 
the Assembly from Suffolk County. 


New York repre 
Paige & Co., of 
the Assembly 


father of the 





Harry W. Barnard, assistant secre 
tary of the Spectator Co., succeeds the 
late John F. Bailey in charge of the 
field work of that paper. 


FIRE ASSOCIATION JOINS 


Latest Addition to Re-Insurance Clear- 
ing House—Only One Large 
Loss So Far 
The Fire Association is the latest 
company to join the Re-insurance 

Clearing House. 

It is reported that the record to date 
of the new Clearing House is unusu- 
ally fortunate, and that there has been 
only one bad loss, the Carney’s Point 
risk. 

Some companies in the Clearing 
House say that they have been having 
some trouble in making second con- 
tracts, the agreement with the Clear- 
ing House being to give it the first 
cessions. No business in congested 
districts is taken. 








MEET IN SYRACUSE 


Companies’ Committee Discusses Vari- 
ous Questions of Interest to 
Agents in New York State 


of the companies’ New York 


Members 
State Committee met in Syracuse on 


November 4 in the office of Secretary 
Ralph G. Potter. It is reported that 
there was a_ discussion of dwelling 
rates and forms; and, also, the ques- 
tion came up of a further extension of 
the term rule to include certain plants 
which have in the past been written 
only for one year. There is consider- 
able opposition to the extension being 
granted. 





TO ASSIST FEDERATION 
At a meeting of the Fire 
Brokers’ Wednesday, the 


special 
Association 


co-operation of the Association with 
the Insurance Federation of the State 
of New York was considered and rec- 
ommendations approved which will be 
brought up at the meeting of the As 
sociation on the 17th. 

There was a general discussion sat 
the meeting on the question of the 
loss committee engaging a salaried ad 
juster. Action thereon was referred 
to a special committee. 


The secretary was authorized to use 
such of his time was required in 
assisting the Federation work. 


as 


INSTRUCTION ON SCHEDULES 


Harrison Law, secretary of the Fire 


Brokers’ Association, is forming his 
classes to take up instruction on fire 
schedules as used by the New York 
Fre Insurance Exchange These 
classes will be he'd twice a week, 
probably on Mondays and Thursdays. 
in the rooms of the Fire Brokers’ As 
sociation. The instructors will »e 


James O. Waite and W. A. Mull, of the 
Bui ding and Sanitary Inspection 
Company. The enrollment will be lim 
ited to thirty with a tuition fee of $15 

The Fire Brokers’ Association of 
New York is in receipt of an applica 
tion for non-resident membership from 
Klee, Rogers & Co., general agents 
and brokers in Chicago. 





AUTOMOBILE ‘FIRE 


89 FULTON STREET 


VULCAN INSURANCE CO. 





Automobile Rates 


SPRINKLER LEAKAGE 


NEW YORK 





NOTE: 
equipment, but not additional bodies. 


owner 
Original List Price—$3,500 and over...... 
Original List Price --$1,500 to $3,499 
Orginal List Price - $701 to $1,499 .... 


Insure for not more than 90 
Original List Price 


year old) 
Original List Price—$3,500 and over 


Insure for not more than 80% nor less than 50 


Oniginal List Price—$1,500 to $3,499 


Insure not more than 70” nor less than 50 


Original Lit Price—$701 to $1,499 


Insure for not more than 60% nor less than 50 


Liberal Adjustments 


On gasoline power private pleasure automobiles and commercial vehicles 
such as delivery wagons and trucks based on Manu- 
facturers’ Original List Prices 


Limits of amount of in urance include 
ee addi- 
tional Equipment and Additional Bodies rules. 


This year and next year models in hands of original | 


of cost nor less than 70% of 


Last year models in hands of original owner ‘One 


INCLUDING COVEKING 
theft and Fire Hazard 
va'uatiun clauses only 
1.20 ] 
1.30 | 
— 1.50 | 
Min. Prem. $7.50 Min. Prem. $5.00 
1.20% ] 
1.50% ] 
2.25% 1.75 
Min. Prem. $10.00 Min m. $5.00 


SEND FOR COMPLETE RATE SHEET 


We Invite Your Patronage 


Rates for policy Rates for policy 


Prompt Settlements 














NEW JERSEY NOTES 

















WILL MANUFACTURE FUZES 

The companies are now writing the 
line of the International Arms & Fuz 
Co. (this is the company’s own spelling 


of fuse), which will manufacture time 
fuzes in Bloomfield, N. J The line 
will foot about $1,000,000, and the risk 


has been inspected by many specials 


STRANGE ANOMALIES 


“It certainly is a strange anomaly 
that New Jersey, having gone upon 
record during the recent Democratic 


administration as opposed to all forms 
of trusts, should have at the very same 
session, legalized the biggest and worst 
trust that has ever afflicted New 
Jersey.” 
Emerson 
and of the 


Richards, of Atlantic City 
legislature, is talking about 


Tt 
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the Ramsay law in a letter to a f 
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Montague street 
Inc., 
Patsey 
street, Jamaica: 
East Ninth street 
Rothschild 1 


Hoeskle, 
York; 


York: William 
avenue, New Ro 
F Griffith 19 | 





C. Wakefield, Wes 











San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by hzad 
office in Liverpool 


Surplus, es, 2a. ee. 
Losses Paid by Chicago Fire, 1871 
Losses Paid by Boston Fire, 1872 
Losses Paid by Baltimore Fire, 1904 







U.S. Cash Assets, Dec. 31, 1914 $14,783,618.69 
4,822,155.49 
3,239,491 .00 
1,427,290.00 

1,051,543.00 


Liverpool 


London 
ano Globe 
Insurance 


CIMICED 











0, 


Over $142,000,000.00 


Losses Paid in the United States 


HENRY W. EATON. MANAGER 
G. 
J. B. KREMER, asst. DEPUTY MANAGER 
T. A. WEED, AGENCY SUPERINTENDENT 


W. HOYT, DEPUTY MANAGER 








NEW YORK OFFICE 
80 William Street 
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BROKERS ACTIVITIES 














MORAY ON NEW BANK POLICY 


WHY LLOYDS’ IDEA WAS TAKEN 


Vice-President 





of Hartford Indemnity 








Tells History of Blanket 
Contract 
Norman R Mor “general manager 
ot e Hartford Ac rd Pee & Indemnity, 
has written intere a of the reas- 
ons fo1 lication by a group of 
American vanies of the London 
Lioyd’s blank policy covering bank 
against ezzlers, against burglars 
and is yurglary robbers His 
state il llows 
ly me bonding was 
c n cially was in the 
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the Amer n companies 
were all 


wrong or the Lloyds were crazy. Lately, how- 
ever, several of the American underwriters 
have been wondering if the size of the Lloyds’ 
policy (which by the way is issued 


arge amounts, thereby carrying a substantial Brokers’ Association of 
premium) was not responsible for the seem- New York 


ing profit the Lloyds were obviously making 
out of the business, but as no American com 


CONGESTED DISTRICT 


ing frequency the Church press is 
called upon to detail the loss some 


only in “What Has Become of it?” Asks Fire Church building has suffered by the 


devastating effect of a fire. Usually 
these notices close with the statement 
to the effect that the amount of insur- 


pany had any premium income to start with In its recent bulletin the Fire Brok- ance carried was entirely inadequate, 


ind did not feel justified in making a plunge, ers’ Association of 


is it were, incurring the possibility of hav 


New York makes and church men are appealed to, by ad- 


ing a $100,000 loss before the premium income the following comment regarding the vertisement as well as private letter, 
iad reached but a few thousand dollars, congested district of New York City: to contribute to the re-erection of the 
it seemed that Lloyds would forever have a There are a few old cranks still in burned property. This has come at 


onopoly of this business. Added to this con- 
lition was the fact that the American 


banks the brokerage business, and one of such short intervals as to be embar- 


had been clamoring for this form of protec- them would like to know what has be- rassing, especially to one with small 
tion and in many instances were buying it egme of the so-called “Congested Dis- means, and causes him to wonder 


with the full knowledge that it was contrary gee : A 
to the la 1WS of their States for Lloyds to sell trict” in this city. 





whether there are any original build- 


, Only a few years ago, there was no ings yet standing. 
we have solved the difficulty difficulty in placing a line of half-a-mil- 


* know from o sta- ,. ape “ 
tisti | toy * My this i 7m oe pelies as lion dollars on any building in the INDEPENDENT OF POLITICS? 
e issued indefinitely. The Hartford A. & heart of the dry goods district. Then, There are still good folk in Boston 


I. Co, has joined with four others of the jn 1906, the companies discovered a who believe that its Fire Department 


best-known casualty and surety 
mpanies in America in issuing a policy simi- 


to the Lloyds whereby each company will their line limit from 
I obligation, whether it to $2,500 or $5,000, with a ten or fifteen Monday’s Boston Globe: 
thousand line in some company fitted At a special meeting to-day of 


has been decided that 
not issue policies’ in 








“Congested District,” 


nor more than $125,, Out with favorable 


- and reduced is run independently of City Hall poli- 
$25,000 or $30,000 tics. Let them read this from last 


re-insurance con- the directors of the Officers’ Club 


caxinntam ay “pol. ‘tracts; but now “Congested Dis- of the Boston Fire Department, a 
1ximur nde any one 0 ant”? ie aii . age ae : s bs 3 , 
$25, trict fear seems have gone into resolution was passed opposing 
> 8 winter quarters, and the companies are the recall of Mayor Curley. 


Brokers Issue a Bulletin 


The Fire Brokers’ Association of New when a broker appears with a binder 
$25,000. All of which leads us to “The Leading Fire Insurance Company 
in America’ 


York has begun the issue of a bulletin. for 


The first article deals with the licens- ask: What has become of the “Con- 


ing of brokers’ clerks, saying that all gested District?” 
employes of brokers’ offices who solicit 


rather solicitous to grab the whole line 








business must be licensed. CHURCH 
Another interesting article discusses 
the Insurance Federations, concluding 


eration’s slogan (that of being averse 
to State insurance), that a material 


be made, particularly of those who are 
engaged in the fire line, who hereto- 
fore seemed to be more or less unde- 
termined in their allegiance to this 


has been written 


important cause. 
- - 7 


Write Ogden Mills Residence 


INSURANCE 
Baltimore Minister Says It’s a Great 


as follows: Mistake Not t I 
‘It is hoped that in view of the Fed- oe ye Baan aati 


; ‘ , “ ‘ A strong plea for 
increase in the membership will DOW church property by adequate insurance 
for the “Hartford 
Agent,” by the Rev. 
Baltimore, who says in part : CASH ‘CAPITAL: - $5,000,000.00 
” “From time to time and with surpris- 


the protection of 





A. P. Wilson, of 


WM. B. CLARK, President 
Vice-Presidents 
HENRY E. REES A. N. WILLIAMS 





B. M. Crosthwaite & Co. have writ- 
ten a line of about one million on the THE COMPANY WITH THE PYRAMID Pe S3 poenell ies 


beautiful home of Ogden Mills at 
Staatsburg, near Newburg, N. Y. 
* + * 
Government Insures 
Hugh Robinson, of the Aetna Acci- 
dent, recently placed an _ interesting 
fire insurance line, being $52,500 insur- 
ance on the San Domingo customs 
house, the assured being the General 
Receiver of Dominican customs. The 
insurance covers office building and a 
private residence, and was written by 
the Union of London. 
It is not customary, of course, for 





Secretary 


ri 

= = ALLEN GUY E. BEARDSLEY 
RALPH B. IVES 

W. F. WHITTELSEY, Marine Secretary 








For The Protection Of Its 
Policy Holders 


THE HANOVER 


FIRE INSURANCE COMPANY 





the United States Government to in- 
sure. EW] JAMPSHIRE~ Cash Cagital — ...<:. -. +s. $1,000,000.00 
Cash Assets . 5,075-59 


HAS A 








e + @ 4,58 
ia i “303,575.26 | 972.327 26 Cash Surplus to Policy Holders 1, 106, 316.0 
Solicitor For Phoenix I 3,367,026.27 003,235.03 { f , — 
2 2g f ) as as ee a Oi . The rea strength o an insurance com- 
i -. I _ 4 h wa b rs app —_ d FIRE INSUR NCE ( ‘0. pany is in the conservatism of its manage- 
solicitor for the 10enix Assurance Co. A ment, and the management of THE HAN- 





and will call upon brokers. 


GET WESTERN FOR BROOKLYN 
A. J. Corsa & Son have been appoint- 


4,069,140.67 
4.310. 8636.19 
__ 4.500.404 12 
"4.661.149 Ca 
$.196.017.46 | 





~6,250,526.69 
6,350,079.09 _ 


surance of Toronto. This agency is 
one of the oldest in Brooklyn and rep- 


1.252.267.06 — 
257,058.25 


a 


+ 


$,553.270.70 


—o 


ed Brooklyn agents of the Western As- 8.728, 800.34" | 


1408.68). 54 R. EMORY WARFIELD ....President 
10.064.23 JOSEPH McCORD ..Vice-Pres. & Sec’y 
1.878, 330.82 WILLIAM MORRISON .....Asst. Sec’y 


1.654.504 6! 
__'.700 76) “60 
~~ 1,703.433.67 


1.725.713.7868 _ 


OVER is an absolute assurance of the 
security of its policy. 





HOME OFFICE 
Hanover Bldg., 34 Pine St. 





resents the Queen and the Royal. It TOTAL LIABILITIES $3.149,365.31 
succeeds C. H. Bainbridge as Brooklyn POLICY HOLDERS SURPLUS $3, 200,713.78 





agent of the Western. 


NEW YORK 
































ASSETS 

See SD ED . 666 cd scntn dees essseoes 8 254,500.00 
PO DEN, cw wceeseccrsonresebsebesaes 235,600.00 
Se: SE: WED 6 coco crtneseenveceedss 972,966.29 
Cash in Banks and Office ...... 1... cceccccues 38,387.53 
I TD 6 0-6 065685006 e 06s cer enene 81,266.65 
Interest and Rents Due and Accrued........ 27,215.03 
ee PT TT er eee 4,692.31 

Tere re ere tT Te Tere Tere eer er $1,614,627.81 


ROBERT J. WYNNE, Pres. 
New York City Agent, 
WM. SOHMER, 75 William St. 
New Yerk City. 








First National Fire Insurance Company 
of the United States 


WASHINGTON, D. C. 
STATEMENT OF CONDITION DECEMBER 3lst, 1914 


LIABILITIES 

tice We A... Pe eee rere eer Tere 3 39,278.41 
Unearned Premium Reserve ...............+.; 603.01 
Accrued Charges on Real Estate............ 18, 
wt. Jk OOO 8,156.78 
Capital Stock Fully Paid......... $877,275.00 
Capital Stock Partially Paid...... 22,260.70 
PEERS ere 404,407 .€2 
Surplus to Policyholders .......... eer es $1,303,943.32 

0 eee CoS Coe LO OS OC CeECCO CES $1,614,627.81 





JOHN E. SMITH, Managing Underwriter 
Brooklyn Agent, 
FRANK ECKEL BECKER, 153 Remsen St. 
Breeklynm, N. Y.. 
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Committee of Loss and Adjustments, New York 
Board of Fire Underwriters 


BOSTON SUB-AGENTS reporting of su 


LITTLE STORIES OF THE LOSS COMMITTEE The Boston Board is shortly to take op pone 


counts before the 


some action in regard to delinquent 


brokers and sub-agents and has a re- month after 


Extracts From a Paper Read By Allan E. Clough, Secretary of the cemmendation which provides for the issued 


h delinquents to the 
its provisions, brokers 
must settle their ac 

Lit of the second 
lich the policies are 











You may be interested to hear of a 
few of the peculiarities of some of the 
loss claims which we have specially 
investigated or contested. For in- 
stance, on looking into a cigar factory 
fire we felt sure that the evidence of 
the debris and remaining stock did not 
justify assured’s claim of values. We 
suspected the assured of having taken 
out a large amount of stock and of pro- 
curing the setting of the fire, for it was 
evident that he was out of town and 
too far away to have set it himself. 
We finally found that a gang of tougis 
had succeeded in having one of their 
number secreted in the building when 
it was locked up Saturday afternoon, 
that he and his confederates had re- 
moved many thousand cigars, taking 
them out of the rear window opening 
onto the roof of the adjoining building, 
and had then set the place on fire. 


Maintained a “Fence” 


That the cigars had been taken to 
a top floor loft three SDuildings away, 
which they had rented through a man 
known to the police as a “fence,” but 
who had fitted up his rooms as a bro- 
ker and commission merchant for vari- 
ous goods, of which he had very few, 
but which allowed him to take in and 
send out boxes without attracting spe- 
cial attention. The cigars were packed 
there in cases and sent to a somewhat 
notorious storage warehouse, and from 
there this gang attempted to dispose 
of the cigars. We recovered a large 
part of the cigars and obtained suffi- 
cient evidence to cut down the actual 
fire loss claim about two-thirds and 
to convict and send to States Prison 
three of the gang. 


An Aeroplane Propeller in Court 


Another case was that of an art 
dealer and picture framer who raised 
the amounts of and changed the dates 
on various bills among a large num- 
ber he presented as showing his pur- 
chases. He showed book entries for 
these transactions, including checks 
and stubs which seemed to prove that 
these bills had been paid in the regu 
lar course of business, some of the 
checks being drawn to cash, alleged 
for the convenience of the persors 
from the whom the goods had been 
bought; but the needed endorsements 
on the checks had been forged by him 
and the proceeds of all such turned 
into cash and largely deposited in sav- 
ings banks. He claimed to have had 
several thousand dollars worth of 
goods of customers in his premises for 
framing. We were able to trace the 
delivery previous to the fire and a 
large number of the pictures to the 
owners and to identify them with the 
assured’s records, and had these pic- 
tures in court when the criminal case 
was tried. 


Among the things we got hold of 
was the propeller of the aeroplane 
which Moisant used in his first sue- 
cessful flight around the Statue of Lib- 
erty in New York harbor. Through us 
the District Attorney presented this in 
court undamaged. Assured had claimed 
$500 for the total destruction of this 
propeller. These policies were surren- 
dered through the bankruptcy court. 
The assured was convicted and his 
conviction has been sustained by the 
Appellate Term and Appellate Divi- 





H. KRAMER 
ADJUSTER 
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105 William Street, New York City 








sion. The incendiary was also con- 


HUMBOLDT FIRE INSURANCE CO., Pittsburgh, Pa. 
TEUTONIA FIRE INSURANCE CO., Pittsburgh, Pa. 
NEW _ YORK STATE DEPARTMENT 





victed and is serving his term in 


prison. PERCY B. DUTTON, Manager, Rochester, N. Y. 


Betrayed By Trial Balance Book 








Policies amounting to about $25,000, 


on which nearly a total loss had been 
ciaimed, were recently surrendered 
with full releases for all companies, and 
without any payment, because the en- 


INSURANCE CO. 


tries for three months in a trial bal- 
ance book seemed to be too evenly 
made, as if written at one time instead 


of from day to day, as should have NEWARK, N. J 

been the case. We found among a ae 

mass of bills presented a cash slip The Oldest Fire Insurance Company in 
showing the purchase of this trial bal- 

ance book and a ledger nearly three INCORPORATED 1811 


months after these books were pur- 
ported to have been opened, and on the 
back of this slip were a lot of calcula- 
tions in pencil, which seemed to bear =——— 


Agents Desired at Unrepresented 


New Jersey 


Points 








some relation to the claim made. A 
few erasures and changes in the en- 
tries of inventory, bills payable and 
bank balance, the original figures of 


which were decipherable under a strong 38-40 CLINTON STREET — TELEPHONE 8266 MARKET NEWARK, NEW JERSEY 
magnifying glass, helped to solve the BUSINESS SOLICITED THROUGHOUT THE UNITED STATES FOR 


puzzle, and when the girl assistant 


J a THE ATLAS ASSURANCE COMPANY 
bookkeeper was shown our conclusions 


WALTER F. ERRICKSON 
Newark and Suburban New Jersey Agency 








she broke down and told the story of 
how the regular accountant, who bal- 
anced the books monthly for tie con- 
cern, had under their directions raised 


EDWARD GAMB 


INSURANCE AGENCY 


the inventory and other book entries 37-39 LIBERTY SUREET nce as — aw VOR Gry 
to show a stock on hand of something HE ARLIN IRE ee 
over $10,000 more than was the fact. . Fn tig” ya —_ ca 9g iagea 


ese SPECIAL FACILITIES FOR OUT-OF-TOWN BL 
BUYS F. 's. WARREN AGENCY 


E L 


ISINESS 





In Newark, N. Y., Herman Wright, 





2» shoe dealer, and Mrs. Join L. Snyder 


have *~hased the insurance business — I C 
felt S Wana we Sateen | KRossia Insurance Company 


sever her connection with the George 
W. Muth & Son Agency. 

The Warren agency has the Com- 
mercial Union, Farmers’ of York, 
American Eagle, Connecticut, German- 


HARTFORD, CONN. 


REINSURANCE 





American, Hanover, Insurance Co. of 





Underwriters’ Agency, Springterd, | FIRE ASSOCIATION  parcadevenia 


Orient, Travelers and Royal Indemnity. Office: Company’s Building, 407-409 Walnut St. 
C ERS Ww L. H tl — Organized 1817 Incorporated 1820 Charter Pe 
ee sione ce Snes, ae Cash Capital $750,000 Assets $9,091,141 


the World’s Insurance Congress, has 
notified insurance men that the Pana- G nt RRIGUES. hea. end Seen 
ma-Pacific Exposition will close on De- R. N. KELLY. Jr.. Asst. Sec. and Treas 


E. C. IRWIN peeat H, CONDERMAN, Vice-Pre 


rpetual 








cember 4. 








Charles H. Barry and Henry T. AI- THE YORKSHIRI Insurance Company Ltd. 
ley have joined the Fire Insurance So 5 
ciety of Philadelphia. Pe YORK, ENGLAND 
1824 


J h C P e C The “YORKSHIRE” i the Oldest ait hin neest of ~y English I 
tofore represented in the United States 
0 n - aige 0. FRANK & DuBOIS. U.S. Managers ERNEST B. BOYD 
0. KF. LANE, Assistant Manager, 80 Maiden Lane 

INSURANCE New York Life Insurance & Trust Co., U. 8S. Trustee, 


aid’ COAST DEPARTMENT, McClure Kelly, Manager. San Fra * 
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MAKING CANCELLATION EFFECTIVE 


By L. A. Moore 
General Adjuster New York Underwriters’ Agency 








We have been requested to say a 


word on the subject of cancellation of 
policies where As 
it would be somewhat difficult to treat 
separately cancellations where adjust- 
ments are pending from those for other 
reasons, we will say a word generally 
on the subject, with no view, however, 
to controverting any rules or methods 
of cancellation which the underwrit- 
ing departments may have. 

Prior to the adoption of the New 
York Standard form of policy in 1886, 
policies generally contained a cancel- 
lation clause providing: 


losses are involved. 


The insurance may be terminat- 
ed at any time at request of the 
assured, in which case the com- 
pany shall retain only the custom- 
ary short rates for the time the 
policy has been in force. The in- 


may also be terminated at 
at the option of the com- 
notice to that ef- 


surance 


iny time 


pany on giving 

fect and refunding a ratable pro- 
sortion of the premium for the un- 
expired time of the policy 


What Must Accompany Notice 





It was held in most cases under this 
clause, and we think properly so, that 
in order to effect cancellation, the pre- 
mium having been received, the com- 
peny mu accompany its notice with 


tender of the unearned 


premium 
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] 
6 S ead the Court of Ap- 
i York State, held, in 1898, 
tr I to 2 ng the pre- 
riped five 14vsS notice, the company 
r i! or ¢t ler t unearned 
» ice tion, citing, 
) f ing ree Cases 
) ir minds, were in 
) ler policies con 
g pro ling that tne 
) Iditior o giving 
r ] a yTOpOrtior 
j é 1¢ ird 
( ( 1 ( ape oO 
} York $ rd Policy, the 
a sfter g the notice 
r ed 4 in its reply to some 
1estio yf assured having reference 


to the notice of cancellation, and it was 
on the ground of waiver, rather than 
the main issue, that the company was 
defeated. 


Notwithstanding, there must 
been a grain of satisfaction to the 
framers of the Standard Policy, as 
there were, out of the five Justices sit- 
ting, two dissentions—Chief Justice 
Parker writing the dissenting opinion, 
stating, in part and in substance, that 
the Standard Policy had been prepared 
under authority of the law by men ex- 
perienced in insurance contracts, and 
it is, therefore, fair to assume that the 
agreement may be treated as one pre- 
pared by men competent to use lan- 
guage adequate to convey clearly and 
distinctly the views of the parties; that 
the language is unambiguous; it admits 
of no debate and requires no construc 
tion; words more apt to accomplish the 
cancellation of a policy by giving five 


have 


Gays’ notice cannot well be imagined, 
and so forth. The fact remains, how- 
ever, that there has been no reversal 
of the opinion of the Court of Appeals 
in any subsequent case in New York 
State. The United States Circuit 
Court for the Southern District of New 


York refused, however, in a later case, 
to follow the decision of the Court of 
Appeals, holding that it is not essential 
to the effectiveness of a notice of can- 
cellation that the unearned premium 
shall be returned or tendered before 
surrender of the policy. The case was 
carried to the United States Circuit 
Court of Appeals and affirmed by that 
court. 


Does Not Obtain in all States 


The rule laid down by the last named 
court does not, however, obtain in all 
States, as some courts apparently con- 


sider it unconscionable to allow a com- 
pany to get off a risk without simulta- 
neously reinstating the assured and 


putting him in possession of funds with 
which to procure substitute insurance. 
Out of greatest precaution, it would, 
no doubt, be the safer procedure, where 
possible, to make with notice of can- 
cellation legal tender of the unearned 
premium; a check, however, serving 
the same purpose where it is accepted 
and cashed. The assured can, if they 
desire, waive the five days’ notice or 
whatever time provided by the policy, 
and accept immediate cancellation, 
but in view of their so frequently al- 
leging a different understanding after 
a fire occurs than they apparently had 
before, we think the only effectual way 
to immediate cancellation is to pay the 
unearned premium and amend the can 
cellation receipt to also include a 
waiver of the prescribed notice; and 
for fear assured would swear he was 
misled as to what he was signing, have 
the transaction take place in the pres- 
ence of a witness 

Safe Service 


The question arises in connection 
with serving notice of cancellation how 
it can be done with the greatest safety 
to the company. It has been 
ed that a folder form of envelope, with 
printed on the in 
side, is better way, for the reason 
that assured could not disclaim receipt 


suggest- 


cancellation notice 


the 


o! notice if he received the envelope 
Yet such form of notice might not ac 
complish the desired purpose, as as 
sured might admit he received the en 
velope, but observed it contained no 
enclosure, or simply that something 
was printed on the inside which he 


took for a novel method of advertising, 
and consigned it to the fire or waste 
basket without reading it; some courts 
taking the view that assured, Hke 


many another man, might refrain from 
opening or reading a missive gotten up 
in such form as might suggest it was 
some soliciting or advertising scheme 
in which he would not be concerned, 
and that he would not be put on notice 
that it was something which should 
have his attention unless it bore some 


ear marks which made it clearly ap- 
parent that the communication had 
reference to something in which he 
was interested. 


With notice enclosed in an ordinary 
envelope, assured might claim that he 
happened to open it in the presence of 
witnesses and that it was found to con- 
tain no enclosure. 


Window Envelope 


We are, therefore, inclined to believe 
that the so-called window envelope may 
be the most conclusive of all, from the 
fact that the assured’s name and ad- 
dress is contained on the enclosure it- 
self and the envelope could not reach 
him unless it contained the enclosure. 
Tc emphasize the necessity of a mailed 
notice reaching the assured and in such 
form as would cause him to be put on 


notice that it was something which 
should have his attention, we may 
mention a case before the Court of 
Errors and Appeals of New Jersey, 
where the notice of cancellation was 
enclosed in a postpaid registered en- 


addressed to and received by 
assured; the envelope bearing upon its 
face the name of an insurance compa- 
nv in which the assured held no policy, 


velope 


although having printed thereon the 
name of the same agents who repre- 
sented the company in which he was 
insured. The assured admitted he re- 
ceived the notice at his place of busi- 
ness, took it home with other mail, 
laid it on an ice chest, and forgot all 


it, the envelope being unopened 
destruction of the risk. 

The court stated if the envelope had 
contained the outside the name of 


about 
at time of 


on 


the company in which assured had his 
insurance, he would quite naturally 
have concluded that the contents of 
the envelope bore some relation to his 
policy, and it may wel! be that that 
fact would have put him upon inquiry, 
so that he would have refrained from 


opening the envelope only at the peril 
ol being charged with knowledge of 
its contents, but as it appeared on its 


face to be a communication from a 
company with which he had no busi- 
ness, he was not obliged to open it, 
and, in the absence of actual knowl- 


of its contents, was not bound by 
which it contained We do 
how many justices it took 
to reach that conclusion, but there 
five who dissented to the finding 
court 


edge 
the notice 
not know 


were 
o! the 


Written Notice 


Under policies prescribing that as- 
sured shall receive written notice of 
cancellation, it is important to comply 
Unless otherwise provided, however, 
notice may be verbal or oral, but 
written notice is unless served 
in the presence of a witness, as it is 
more easily proven No. particular 
wording of a written notice is required, 
it is only necessary that the insurance 
company shall positively, distinctly and 
unequivocally indicate to assured that 
the policy shall cease to be binding 
upon expiration of whatever time it 
svall remain in force after the assured 
shall have received the notice, and that 
the notice shall make it plain that the 
time shall run from date of its receipt 

assured. Where a policy is payable 
to a mortgagee or trustee, notice of 
cuncellation must also be served upon 
him and the unearned premium paid to 


the 


Safer, 


him if he paid the original premium 
Where a notice of cancellation is given 
in case of a pending adjustment, it 
should state that it is served subject 
to any liability there may be for loss 
under the policy and unearned premi- 


um paid on the face of the policy. To 
assume the loss would be a certain 


amount and pay return premium on the 
balance of the policy would, we fear, 
be an admission of liability and em- 
barrass the company if any occasion 
should subsequently arise for denying 
liability. If upon payment of a loss the 
policy is to be surrendered and can- 
celled without payment of unearned 
premium, it should be so understood 
between assured and adjuster, and it is 
desirable that the understanding be re- 
duced to writing on the proof of loss, 
in order to prevent a misunderstanding 
and subsequent controvery about the 
matter. 


If Payment Calls for Termination 


Although to our knowledge there are 
no court of last resort decisions on the 
question, it would probably be held to 
be a bar to assured recovering a fur- 
ther loss, even without a definite un- 
derstanding about cancellation and sur- 
render, if payment called for termina- 
tion of policy. In support of that prob- 
ability, we may mention a case involv- 
ing the question, which was tried in 
the Superior Court of Essex County, 
Salem, Mass. The policy covered 
household furniture, under which a par- 
tial loss had been sustained, assured 
signing upon payment a receipt and 
release. He claimed that he did not 
understand he was surrendering the 
policy but supposed his insurance 
would only be reduced by the amount 
paid in the first loss The company’s 
defense was that the release and re- 
ceipt relieved it of further liability, 
which was sustained by the court. In 
view of the question having been the 
subject of litigation and of the possi- 
bility of assured alleging—in case of 
partial loss where the policy is taken 


up and cancelled without payment of 
return premium on the remaining 
amount—that he did not understand 


the policy was to have been cancelled 
and surrendered, it is desirable to pre- 
vent, if possible, misunderstanding and 
legal actions by assured, and we know 
of no better way than, as we have sug- 
gested, by having an understanding 
about the matter reduced to writing on 
the proof of loss. Even though we 
may not be confronted with claim for 
a subsequent loss, assured often deny 
that the remaining amount of the 
policy was to be cancelled without re- 
turn premium, with the result that 
when a controvery arises, we frequent- 
l~ find it advisable, for business reas- 
ons, to pay the unearned premium. 


Must Be Brought Home to Assured to 
Be Effective 


It is made plain by our review of the 
subject that notice of cancellation must 
be brought home to assured to be ef- 
fective: that is, by written or oral no- 
tice under a policy not involved in a 
loss; the same kind of notice in case 
of an unadjusted loss, stating, however, 
that cancellation is made subject to 
any liability there may be for the loss; 
and if the policy is to be cancelled and 
surrendered upon payment of loss, that 
fact must, unless agreed upon in some 
other manner, be stated in loss check 
o: draft. While it is not always prac- 
ticable, unless by check, to pay or ten- 
der unearned premium with the notice, 
it is a safe rule where possible. If as 
sured refuses to accept written notice 
by mail or check for the unearned pre- 
mium, it indicates that he is endeavor- 
ing to defeat or evade cancellation; in 
that event, oral notice should be given 
in the presence of a witness and at the 
same time legal tender made of the un 
sarned premium. If assured refuses to 
accept the tender, the statement should 
be made to him that it will be held at 
some stated place subject to his order, 
and an affidavit of what took place 
made and signed by the parties giving 
the notice and making the tender. If 
assured should take out insurance 
and leave for parts unknown, leaving 
no legal representative upon whom 
nctice could be served, we cannot see 
how it would be possible to effect a 
cancellation. 
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Chief Counsel Connor’s Digest of Important Compensa- 
tion Decisions In This State Down to Date 


A Talk Made Before Industrial Commission’s Round Table 























The first workmen’s compensation 
case on appeal had to do with the am- 
putation of a portion of the phalange 
of the finger. The Commission took 
the position that where a man lost a 
portion of the first phalange he was en- 
titled to compensation for the loss of 
half a finger. The Appellate Division, 
by a vote of three to two, affirmed the 
decision of the Commission. Two 
judges wrote dissenting opinions. The 
Commission was affirmed in the Court 
of Appeals, although the court did not 


Central Railroad Co. (153 N. Y. Supp. 
499), the Appellate Division, by a vote 
of three to two, held that the Compen- 
sation Law did apply, irrespective of 
the question of interstate commerce. 
Judge Kellogg wrote the opinion of the 
court, in which it was held that the 
Federal Statute, giving a remedy to 
employes of common carriers engaged 
in interstate commerce in certain 
cases of negligence, did not interfere 
with the rights of the State to require 
that every employe in a hazardous 
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come lay down any definite rule. The law is business shall be insured. It was also OF MARYLAND 
still a little bit unsettled on that point. held that Congress, by the Federal 
— (In re Petrie, 165 A. D. 561; affi'd 215 Employers’ Liability Act, had only reg- 
ured N. Y. 335.) ulated the method of enforcing liability I 
and In the case of Fortino vs. Merchants’ in cases of negligence, and that in the a 
not Dispatch Co., which is now pending, the absence of any general rule of liability Ke es 
the employer contends that an award can- o* method of compensation between A 
ance not be made for the entire finger un- employers and employes of railroads 
— less at least two phalanges are ampu- engaged in interstate commerce, the OPEN TERRITOR Y 
ty tated. That case will be argued during eg ey Law should be applied. In Maryland, West Virginia and Delaware for Agents to sell new form of Commercial 
‘lity, this month. The law says that the The Winfield case will be argued in the Contract to men and women, ages 16 to 70, in all occupations. Premiums $8, $14, $20, $26, 
in amputation of more than one phalange Court of Appeals in October or Novem- and $32, paying $5 to $25 weekly indemnity covering every accident and all sicknesses. 


shall be equivalent to the loss of a _ ber. 


The second case was Kenny vs. 
Union Railway Co., in New York, in 
which it was contended that the widow 
was not entitled to receive any com- 
pensation because the employe obtain- 
ed employment with the defendant 
cumpany under false pretences. The 
railroad company claimed that in ob- 
taining employment under false preten- 
ces, the man committed a crime. There 
is a section of the Penal Law which 
says that if any one makes a false 
statement in writing in applying for a 
position, he is guilty of a misdemeanor. 


the case of Staley vs. Illinois Central 
R. R. Co. Since the Appellate Division 
rendered its decision, the Staley case 
has been reversed. 


Law About Presumptions 

We had a very interesting decision 
in McQueeny vs. Sutphen & Meyer 
(167 A. D. 528; 153 N. Y. Supp. 554), 
which had to do with the construction 
of section 21 of the law about presump- 
tions. The presumption is that when 
the claim is presented, it is, in the ab- 
sence of evidence to the contrary, to be 














PRAISE FROM TWO DEPARTMENTS 





Corporation’s Affairs Efficiently Man- 
aged, Say New York and Massa- 
chusetts Examiners 





The report of the examination of the 
United States branch of the Employ- 
ers’ Liability by the Massachusetts and 
New York department concludes a3 fol- 


the . . — P For Particulars Write 
“ finger, because of which the Commis- My own opinion is that the law does 
age sion has always held that where one not apply to railroad employes engaged S07 Massey B b.. OBE OT abate amine teen Md 
Me: phalange and any part of the second in interstate commerce. In the Winfield af . : Leia 
are gone, compensation is payable for case the Commission followed the de- cain eae 6 . 2 
the entire finger. cision of the lower court of Illinois in EMPLOYERS’ LIABILITY REPORT ployers’ liability insurance, and show 


the importance of its American branch, 


which transacted $7,100,000, out ofthe 
corporation's total of $9,609,000 in pre- 
mium income in 1914 

The surplus to policyholders as re 
ported by the corporation December 
31, 1914, amounted to $2,299,333, where 
as such surplus determined in this ex 
amination amounts to $2,632,907. an 


increase over the amount 
the corporation of $333,574 


reported by 


Remittances 
Covering a period from 
inclusive, the United 


1886 


to 1914, 


States branch of 


























The Commission decided that it was rg he — within the pro- jows: pole mag I ge cong Fant ye 
ee eee — bee Mom ninsr “McQueeny was engaged in lifting a ‘This eumminstion was begun — the home office a net amount of $3.- 
Opn Appeal to the Appellate Division, Piece of plate glass in the factory of tember 20, 1915, and completed a to- 829,140.09, For the period 1905 to 1914 
court held that his status as employe Sutphen & Meyer. The employer ber 23, 1915. A thorough eo inclusive, the Temittances consist of in 
was not affected. (Kenny vs. Union Claimed that it was not engaged in a into the affairs and condition of the terest $1.668 606 64, cash re mitted $2.. 
Rwy. Co., 166 A. D. 497.) hezardous employment. The court held United States branch of this a 476 447.28, and miscellaneous $27,118.81, 
As regards extra territorial jurisdic. that in view of section 21, the burden ton leads to the conclusion oe os a total gross remi tance of $4.172, 
8 tion of the Commission, the Appellate Of Proving a claim does not come un- affairs are efficiently em — 1i2 3. During this period there was 
oo. Division has held that the law extends der the law rests on the party seeking transactions are In accordance a abe received from the home office the 
1 no- to cases where the accident occurred t® disprove the claim. The Appellate legal requirements, its financial cond amount of $964.217.11, making a net 
J . ivisi ¢ , tion is sound, its underwriting is con- remittance to the home office of 
in a while the employe was temporarily out- Division also ruled that where an em- i: ck in acai: ond Seteekae Gur tance aanted 
case side the State of New York. (Spratt Ploye is engaged in a hazardous bus!- ee Ph _ og aa "lean eer tae ane eee 
ever, vs. Sweeny & Gray; Valentine vs. Ness part of the time, and in some n+ agent a a 
t to Smith-Angevine Co.; Post vs. Berger Other business for the remainder of the ‘able treatment. TO PUBLISH NEW DIGEST 
loss; & Cohlke, 153 N. ¥. Supp. 505.) time, it rests upon the employer to Assets $8,369,487 The Workmen's Compensation Serv- 
| and These cases all related to employes show sufficient facts to upset the claim. The examination was made as of De- ice Bureau is preparing its new digest 
that who were only temporarily outside the This quotation from the opinion might (ember 31, 1914, and gives the cor- of the workmen's compensation laws 
some State in the performance of their reg- * ee ee re ae . poration’s American branch total as- the United States and Territories (re 
-heck ular duties. © exact Cc of the injury 1S gets on that date of $8,369,487, total lia- vised to December 1, 1915) which wi 
prac Extra Territorial not made plain to the Commission, the pjjities of $5,736,579, and a surplus be- be ready for distribution about Decem 
> ten In the case of Pritz vs. Beaumont employer is at fault, as he has failed yong the $700,000 deposit capital of $1,- ber 1 4 number of new headings 
otice Co., an award was made where the en- Properly to report the accident. He 932,907, which is larger than the com- have been introduced in the new digest 
If as tire job was to be performed in New has every means of knowing the facts, pany’s figures by $333,574. The exam- and it has been enlarged over that of 
otice Jersey. Under a_ recent decision and should not benefit by withholding jners give a history of the corporation, 1914 about seventy per cent. It is 
| pre- by the highest court in New Jersey, (Continued on page 18.) which is the pioneer company in em- compiled by F. Robertson Jones, sec 
avor- it would appear that the New retary-treasurer of the Bureat 
n; in York law did not apply to the Pritz : An important feature of revised 
given case, as New Jersey should have the The Oldest Company The Newest Policy d'gest will be the larg of im 
t the right to regulate the employment upon portant decisions cited v £ é 
e un- jobs or work to be performed entirely various compensation laws 
es to within its own state. The whole extra- THE NATIONAL OF DETROIT 
hould territorial question will be argued in LIABILITY SCHEDULE SUSPENDED 
Id at October or November in the Court of The general liability rate schedule 
order, Appeals. ne eae : was suspended on November 1 on ris} 
place Another interesting lines of cases is NATIONAL Our new “Equity” Policy covers hiihn of Ga tek Cae & oe 
siving the interstate commerce cases, under POTIN Go every day for illness or accident tee of the casualty bureau is now con 
r & section 114 of the law. The Commis- 7 > sidering p'ans with a view to formulat 
rance sion evolved the theory that the Com- ing a schedule that will be acee ptable 
aving pensation Law ought to apply at least : » _ to all. The reason given for the sus- 
whom to those cases of common carriers Premium $1.00 Pe: Month—All Classes ogee pee that a actual application, 
it see where no negligence or fault can be the schedule made the rates much 
ect a found on he pant of the employer. In NEW YORK OFFICE, 100 WILLIAM STREET, N. Y. CITY higher than had been nded 
the case of Winfleld vs. The New York theory. 
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FOLLOW FOUNDER'S IDEALS 


MASSACHUSETTS ACCIDENT CO. 

Agents of Boston Company Helped By 

George E. McNeill Traditions— 
Company Having Good Year 





Boston, Oct. 31.—In Boston a genera 
tion or two ago lived a man of noble 
mien, of patriarchal dignity, whose 
countenance was ever lifted up He 
was a thinker and a poet 

To all that were oppressed he was 
a counsellor and guid He was the 
friend of little children for his eye 
was kindly and his nature as gentle 
as theirs. To the toiler he was a !ead- 
er and no taint of self-interest marred 
his beneficent labors on the toiler’s be 
half. He sang of freedom—he shouted 
it from the rostrum and the pulpit and 
thus it was the working-man of that 
day found in him a forceful exponent 
of their grievances He was the 
father of the “eight yur day” and 
round him ne gathered men of all de 
grees, convinced bv his singlen s oO 
purpose emphasized by the purity of 
his life, that there were in industrial 
conditions wrongs which must _ be 
righted. And when he was gathered 
to his fathers all Boston mourned 


Founded Massachusetts Accident 


This man was George E. McNeill, 
who founded the Massachusetts Acci 
dent Association in 1883—an assess 
ment company which seven years ago 
went over on to the stock basis. This 
association, created by Mr. McNeill, 
was a synonym for probity to the las 
detail and undoubtedly its early suc 


was due to its founder's magneti 


personality. 


cess 





The association was begun under 
the happiest auspices. With Mr. Mc 
Neill were the Mayor of Boston and 
other distinguished citizens of the day 
so that prosperity marked its opera 
tions from the outset. It waxed pros 
perous so that the younger McNeill, G 
Leonard McNeill, whom his father had 
carefully groomed to succeed him, con 
ceived that the organizatior ld b 
placed upon stock basis ant 1 
remove whatever adversé ! 
isted towards “assessment” ol rm 
a term which aroused unhappy mem 
ories in the minds of many B 
who had tasted of the cup of lif 
surance asse-smentism 

G. Leonard McNeill has i 
father’s charm ar much more know! 
edge and experience than h h 
ever possessed ji bus S H 
was trained to it ind sti 


student. 


a diligent 


purpose which disting 





distinguishes the sor 
thought and action alike. a 
shrewdness and a alr and id 
mind are his chief cha t 
Competent Lieutenants 

Under his direction the Massachu 
setts Accident Compar ' grown 
quietly and without ostentation H 





s surrounded by compete é 
ants, chief among whom M 
Adams and G. Howard |! il 
his father’s friends Mis H 
the secretary Fred S. Moo E. P 
cett Rowe, George Bacor Ro 
and others ho are i to 
hief by of perso ecti 
well as t resp du I AY 
it is with the field force T 
conventions are fan 
Indeed, few institut 
tached to them a large ta 
fieldmen wl have wo 
continuous service, t I 
chusetts Accident 
its agen ire su 
re men i nonor i 
tne mpar epu ) 
it standin acquire ) 
years of equitabl l 
tlemen ot cla 
the caliber ( ‘ 
The commercial dé tment. a 
as the monthly premium or indu 
department also enjov a high reputa 











No Red Tape and 
No Delay 





Incorporated April, 1905 


Alinniz Surety Company 


HOME OFFICE, 134 S. La Salle Street, CHICAGO 


“WE ISSUE SURETY BONDS” 


Liberal Commissions _ :: 


Local Agents Wanted Everywhere 


Attractive Contracts 
WRITE TO DAY 








tion, and the company’s policies in each 
department are liberal and simply 
worded. It has led in many new fea- 


tures in accident and sickness policies 
during its existence, and it has always 


manifested the courage of its convic- 
tions. 

The idea of co-operation has always 
been inculcated in the home office force 


and no company has a more interested 
or loyal set of people working for it. 
The idea which seems to pervade the 
whole institution is service and quality 
rather than auantity. 


Has Surplus of $200,000 








On April 4, 1915, after a good years 
business the company increased th 
capital to $150,000 and now has a sur- 
plus of .$200,000 to. policyholders. It 
looks for 1915 to be the best year in 
every way the institution has ever had. 
Its home office is in the Compton 
Building, 161 Devonshire Street, Bos- 
ton 


WHY BONDS ARE CANCELED 


Confidential Information That Surety 
Companies Do Not Want to Give 
Employers 


Explanations asked by an employer 
} bond is canceled are usually im- 


ble 


hy a 





vctic 

Probably these same employers who 
lem: “names, dates, and specifica- 
tions” from us have had in their ser- 
vice at ‘some time persons whom they 


- knew or strongly suspected to be 
lishonest. In reply to a request from 
1uthorized source for information 
bout such a person they would presum- 
] hink it right to give a subsequent 


plover or anyone else legitimately 
res‘ed information about the man; 
pd under some conditions anyway 
they would not care to be quoted, and 
uld give out the information with an 


that it must be 
What would they 
should 


i declaration 
ed confidential. 





SOLICITING AS AN ART 


A. L. Adams, National Surety Co., 
Suggests Means of Reaching 
Prospects 


A. L. Adams, of the National Sure- 
ty Co., has gleaned from his wide ex- 
perience in soliciting some ideas. He 
them through his company’s 
medium. They follow: 

“*The Bishop of Wall 
dressing a crowd in front of the Na- 
tional City Bank recently, said, ‘You 
ask why do I come here, and I will an- 
swer that by asking, why don’t you 
come to me?’ This is good philosophy 


presents 


Street’—ad- 


to apply to the solicitation of surety 
bonds and burglary insurance. How 
would the vast majority of people 


know of the better grade of protection 
afforded by our Company unless we 
go to them and tell them. 

“Solicitation or field work should be 
conducted in accordance with modern 
business methods, i. e., with the due 
regard to the saving of time, labor, 
etc. To be successful, one should let 
his ‘head save his heels,’ and map out 
his general work, months ahead. Of 
course, the ‘inspiration’ that comes 
from time to time, prompts one to go 
at once, but a daily itinerary is neces- 
sary for intelligent work. 

“Get two new prospects to take the 
place of the one written or disposed 
of. The procurement of data is not an 
easy matter. In fact many consider it 
the hardest part of soliciting. But like 
all things difficult of accomplishment, 
success attends persistency.” 





STATUS OF REPORTERS 

Newspaper reporters do not come un- 
der the provisions of the Workmen’s 
Compensation Law in New York State 
a’though they are often in great peril 
of their lives. La:t Friday a reporter 
for the New York “Tribune” was badly 
beaten up by a policeman who though! 




















think of their confidant if he ; 
divulge the information, with a he wanted to know too much. The in 
statement of its source and all partic- jured man depends on the generosity ci 
lar his employer for such compensation a 
That is precisely the position the he receives. 
& ( takes in the case of persons = : 
hom as a result of its investigation cel bonds upon insufficient ground. We 
s unwilling to bond. handle border-line cases with a keen 
No doubt in a better-ordered world sense of our responsibility, and with 
vould be practicable to do what realization of the fact that our decision 
ese employers demand. Perhaps it may affect in a vital way the whole 
ld be held that no one ought to say subseguent career of the bonded per- 
ibout a past employe or anybody else son. We should, of course, far rather 
hing for which one is not prepared bond a man than reject him. We make 
to become personally and openly re our money by bonding people, and only 
ble In practice, however, as al- incur trouble, expense, and occasion- 
everybody knows from his own ally ill will by refusing to do so. On 
perience, it is not possible to do busi- the other hand, it is sometimes neither 
ness in that ideal way,” says the F. more nor less than our simple duty to 
( withhold our suretyship, neither more 
We doubt that even our best-inform- nor less than the fulfilling of thé very 
agents know how much pains we function assigned to us as our partic- 
ke not to reject applicants or to can- ular part of the machinery of life.” 
| 
| BUSINESS=BUILDERS 
| 
DEVELOPING 
f . ° . eye ’ 
| Fidelity and Surety Bonds, Liability Workmen’s 
~ Compensation, Automobile, Accident, Health, 
| 7 < 
| We Bo = = Burglary and Plate Glas INSURANCE 
| 2 APPRECIATE THE CO-OPERATION OF THE 
e 
_ Massachusetts BondingaInsurance Company 
BOSTON T. J. FALVEY, President 


Paid-In Capital $2,000,000 


Write For Territory 








INCREASES INDUSTRIAL BUSINESS 


The industrial department of the 
Casualty Company of America has in- 
creased its premium income over 200 
per cent. in the past three months and 
is now writing at the rate of $50,000 
a month or $600,000 per year. 





Connor’s Digest 
(Continued from page 17.) 


them. If the employe is engaged in an 
employment declared hazardous by this 
law, but at times may work in a non- 
hazardous employment, it is not un- 
reasonable that the injury should be 
considered within the act if the em- 
ployer fails to show all the facts.” 


In the case of Goldstein vs. Centre 
Iron Works (167 A, D. 526, 153 N. Y. 
Supp. 224), the Appellate Division con- 
sidered section 20, which provides that 
the decision of the Commission shall 
be final as to all questions of fact. Dr. 
Lewy and the doctor for the insurance 
company testified that the man had 
nothing the matter with his eyes and 
should return to work. The man testi- 
fied before the Commission that when 
he went to work again, there seemed 
to be such a haze over his eyes that he 
could not see to work. The Commis- 
sion disagreeed with the doctors and 
made an award. The Appellate Divi- 
sion held that the Commission was jus- 
tified in disregarding the evidence of 
the physicians, and accepting the evi- 
dence of the claimant, and that its de- 
cision upon a question of this nature 
should not be disturbed upon appeal. 


Dependents of Unmarried Man 


In the case of Friscia vs. Drake Bros. 
(153 N. Y. Supp. 392), it was held that 
the dependents of an unmarried man 
are entitled to receive compensation. 
The insurance carrier contended that, 
under section 16 of the Act, no provi- 
sion is made for a dependent parent, 
unless the deceased left a surviving 
wife or children. The Appellate Divi- 
sion, in an opinion by Presiding Jus- 
tice Smith, stated that such contention 
of the carrier was frivolous. The court 
said that it was evidently the intention 
of section 16 to limit the total compen- 
sation to 66 2-3 per cent. of the wages 
of the deceased, and to give compensa- 
tion to the dependents, providing they 
can all be brought within the 66 2-3 
per cent. limit. Each parent or grand- 
parent is entitled to his 15 per cent. of 
the wages, providing the allowance to 
the widow and children does not ex- 
ceed 66 2-3 per cent. The court held 
that where there is no widow and chil- 
dren, the Commission may make an 
award of compensation to the parents, 
even though the’ decedent was unmar- 
ried at the time of his death. 

The carrier also contended that there 
could be no dependency within the 
meaning of the statute upon the wages 
of a minor, inasmuch as the parent is 


entitled to the wages of his minor 
children. The court held that the par- 
ent was just as dependent upon the 


earnings of a minor child as he was 
upon the wages of an adult child, and 
said further that the contention of the 
insurance carrier could not be borne 
out by reason or authority. 


Tending Horse in Stall 


In Smith vs. Price (now in the Court 
of Appeals), it was held by the Appel- 
late Division that a driver who received 
injuries which resulted in his death 
while tending a horse in the stall was 
engaged in the operation of a vehicle 
within the meaning of group 41. In 
that case, the employe was kicked to 
death by a horse in the stable. He 
was employed by a truckman, drove a 
team all day long, and the accident hap- 
pened at the close of the day’s work. 
The insurance carrier contended that 
the intestate, while caring for his horse 
at the close of the day according to his 
employment, was not fairly within 


group 41, in that he was not operating 
a truck or wagon at the time he re- 
ceived his injury, 
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[Special Talks With Local Agents 

















“Agents are cautioned 

Properly about determining upon 

Completed the merits of a proposi- 
Applications tion without first secur- 

ing answers to all ques- 
tions in the application. This applies 
whether it a Fidelity, Court, or Con- 
tract bond or, in fact, any instrument 
which we execute. Our experience 
teaches us and a review of our loss 
records proves conclusively that many 
a loss could have been averted if 
agents had insisted upon complete an- 
swers to each and all of the questions,” 
says the National Surety News. 

“We have a number of cases where 
a bad condition was undisclosed be- 
cause the applicant did not answer the 
question or questions relative thereto. 
Of course, there are times when it is 
unnecessary to insist upon this formu- 
la. For instance, when we get suc- 
ceeding applications trom the same ap- 
plicant regarding the same kind of 
risks, within a short time, but rather 
than be in any doubt about it, the 
careful agent will have the questions 
fully answered in each and every case. 
We have been careless about that at 
times at this office, just as well as 
have agents, but we have stopped it 
and we are going to require that 
agents see to the full completion of 
the forms in all of the cases coming 
to us, other than those which we ex- 


cept above. 
“Make up ycur minds that when an 
applicant does not answer certain 


questions, it is very apt to be because 
he wants to hide something he is un- 
willing to disclose. Those become the 
all important questions and the ones 
which should put you on notice. 

“Here is another case of failure to 
investigate. Recently an agent sub- 
mitted a financial statement of a con- 
tractor, which showed assets of $29,- 
100, no liabilities. One of the items 
was real estate said to be worth $11,- 
000. We investigated and found that 
the real estate was in the name of an- 
other party. We asked why our appli- 
cant took credit for it and were told 
that he expected to take title on Mav 
4, 1915. We prodded further and 
found that although credit had been 
taken for the item, no sum had been 
set aside from the assets to pay for 
it, as might have been the excuse. 

“Think of it! Here is a case where 
the contractor claimed an asset, more 
than half his total resources, in whicn 
he had absolutely no title whatever. 
Is it any wonder that contract losses 
develop? {If we had not turned up 
this dishonorable situation and the 
rest of our investigation had been sat 
isfactory, we probably would have 
given credit for double the amount of 
risk that the contractor was entitled 
to. See how easy it is to fall into 
error and consequent loss? Agents, 
you cannot be too careful.” 

s s 7 

The Echo, the family 
oracle of the Common- 
wealth Casualty Co., of 
Philadelphia, carries in 
its current issue the fol- 
lowing message of optimism to its 
agents: 

“Get acquainted with your work if 
you want to be one of the men whom 
people will look up to. There is no 
reason why any men should have to 
be classed among the lethargists. You 
must have confidence in your own abil- 
ity to do the big things in life before 
you can ever expect to accomplish any- 
thing which is worth while. 

“Those who are prone to consider 
themselves exempt from hard work 
have never been known to obtain the 
success which real people covet. You 
have to keep working every minute to 
get anywhere. Just as soon as you 
stop the other fellow is bound to go 
ahead. 

“If you feel that it is better for all 
concerned that the other fellows have 
the best things in this life, well and 


Making a 
Big Man 
of Yourself 


good. However, a man cannot say he 
has lived a real life if all he has done 
has been to sit down and watch other 
people work and become better. 

“This world needs the efforts of 
every one. There is no reason why 
the burdens of life should be shoul- 
dered by a few. Unless you intend to 
dc. something that will make people 
think better of you, there is no reason 
why you should inhabit this sphere. 

“Look to your own accomplishments 
before believing yourself incapable of 
doing as much as the other fellow. 
Within you may lie dormant factors 
which, if awakened, will lead you on to 
a greater success than you could have 
dreamed of. Don’t waste time trying 
to figure out how easy it would be for 
you to get along but make a big effort 
t: do something that will make you re- 
spected by all.” 

» + * 
Richard H. Thompson of 

Get Your the Maryland Casualty, 

Neighbor says that the way to get 

First business is to get your 
neighbor first and work 
down the line. 

“Start next door to your office for the 
first order,” he says, “and from there 
gradually increase your circle until 
your canvass covers your entire terri- 
tory. Don’t be a grasshopper agent 
jumping hither and thither; if you are, 
the mole agent digging up the ground 
in front of him, living off its goods, will 
beat you out. Years of statistics and 
experience prove that the wise and suc- 
cessful agent never looks over the 
fence into the next field until he has 
cultivated the field in which he has 
started work and it is producing its 
proper crop of business. 

“Don’t be ‘man-shy.’ Be proud that 
you are in the insurance business and 
can furnish reliable insurance. The 
man who is always wondering whether 
or not he knows Mr. So and So, who 
controls big lines, well enough to ap- 
proach him deserves to be left out. 
Being ‘man shy’ loses agents more or- 
ders than any other form of lack of 
effort. Why should you be afraid or 
hesitate to call on any man; that same 
man if you insure him is never timid 
or slow in calling on you if he has a 
claim, therefore we say solicit the busi- 
ness of your neighbor and his neigh- 
bor and his. It requires less time to 
make such a canvass and it’s easier for 
your neighbors to have the man nearby 
handle their insurance. Don’t spread 
yourself out so that you use up your 
energy getting to and from places; you 
want your energy for the interview. 
Remember that the right amount of mo- 
lasses on the right amount of bread 
tastes much better than the same 
amount spread over a whole loaf.” 





CLAIMS AUDITOR TROUBLES 





Joseph L. Hepburn Makes Statement 
of His Obligations to Claimant, 
Agent and Company 





Joseph L. Hepburn, claim auditor, 
National Casualty Co., gives some in- 
teresting information concerning the 


auditor in the 
Agents 


obligation of the claims 
current issue of the National 
Record. 

“We imagine with some agents and 
claimants the obligation of the claims 
auditor is not taken as seriously as it 
should be. They seem to think that 
all he has to do is to glance over the 
proofs presented and adjust the claim 
as recommended by the agent, or de- 
sire of the claimant,” Mr. Hepburn 
says. 

“We have known agents to express 
a desire to wipe the poor claims au- 
ditor from the face of the earth. We 
know of one agent who declared that 
he was coming to the home office with 
that express purpose in view. What 
was the cause of this outburst on the 
part of our mutual friend? It was be- 


W. E. SMALL .- 
A Strong Casualty Company 


ACCIDENT PLATE GLASS 
AUTOMOBILE 


Georgia Casualty Company 


MACON, GEORGIA 


Surplus and Reserves over $800,000 


Writes the Following Forms of Casualty Insurance 


BURGLARY 
AGENTS WANTED IN UNDEVELOPED TERRITORY 
Apply PETER EPES, Agency Manager, Home Office. 


- - President 


HEALTH LIABILITY 
ELEVATOR TEAMS 








HOME OFFICE, 


PLATE GLASS 
PERSONAL ACCIDENT 
AND HEALTH 


R. R. Cornell, Vice-Pres. 


The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 


CHARTERED 1874 


POLICIES 


EUGENE H. WINSLOW, President 
S. Wm. Burton, Sec. 


RELIABLE AND ENERGETIC AGENTS WANTED 


47 CEDAR STREET 


OF THE MOST 
APPROVED FORMS 


Alonzo G. Brooks, Ass’t Sec 








GENERAL ACCIDENT 
FIRE and LIFE 


Assurance Corporation, Limited 
55 John Street, New York 
The Very Best Policies at Reasonable Prices, With Large Assets Behind Them 
ACCIDENT—HEALTH—LIABILITY 
Automobile, Elevator, Teams, Burglary, Workmen’s Compensation, Ete. 
C. NORIE-MILLER, United States Manager 


Metropolitan Department, 100 William Street, New York 
New England Department, 18 Post Office Square, Boston, Masa. 








HEAD OFFICE 


CHICAGO 
F. W. LAWSON 


General Manager 
Liability, Accident, 
Burglary, Boiler and 
Credit Insurance 








THE SIGN OF GOOD CASUALTY INSURANCE 





London Guarantee & Accident Co., Ltd. 


OF LONDON, 


F. J. WALTERS 


Resident Manager 
55 JOHN STREET 
New York 


Elmer A. Lord & Co. 
145 Milk St., Boston 
Resident Managers 
New England 


ENGLAND 





cause the department insisted on ad- 
justing claims according to the policy 
contract. 

“The claims auditor is under obliga- 
tion to the claimant, the agent and the 
company, to know before paying a 
claim that the proofs are correct and 
the policy satisfied.” 





SURETY DECISION 

An interesting surety decision in 
Georgia is digested as follows: “One 
who signed as surety a note previous- 
ly signed by two others as joint makers 
contracted as surety for both makers. 

“The case further holds that where 
the surety on a note had let one joint 
maker thereof have money for which 
he received more than the legal rate of 
interest held insufficient to charge him 
with notice that the other joint maker 
was a mere surety or to show that the 
lender’s relation to the paper was that 
ot a joint lender with the borrower. 
Frye v. Sims, Supreme Court of Geor- 
gia, 86 S. E. 248.” 














J. S. Hopkins, of Chicago, vice-presi- 
dent of the Illinois Surety Company, 
was in New York visiting the local 
office of his Company last week. 





Lee Solomon, former newspaper man 
of Philadelphia, has been made secre- 
tary of the workmen’s compensation 
board of Pennsylvania. 





JACKSON & POTTER, Inc. 


1 Liberty Street . . NEW YORK CITY 
General Agents 
PREFERRED ACCIDENT 
ALL CASUALTY LINES 
“Preferred Service’’ 











Statement of the Ownership, Managemen 
Circulation, Etc., required y the act o 
August 24, 1912, of The Eastern Underwriter, 
published weekly at 105 William Street, N. Y., 
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Managing Editor Clarence Axman, 265 Cen- 
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THE PROGRESS 


THE FRANKLIN LIFE 
INSURANCE COMPANY 





Is Steady Sure Solid 
GOOD TERRITORY FOR RELIABLE MEN 
IN THE 


GREAT MISSISSIPPI VALLEY | 


Contracts direct with the Company 
Address, Home Office, Springfield, III. 








THE AVERAGE EARNINGS OF THE AGENTS 
OF THE 


Standard Life Insurance Company 
.. OF PITTSBURGH 
are higher this year than ev-r before. Our 


attractive Accident and Health Policies 
have helped them to make more money. 


Write for a LIFE, ACCIDENT AND HEALTH Contract to 
FRANK A. WESLEY 


Vice-President and Director of Agencies 











Pan-American Life Insurance Company 


New Orleans, Louisiana 
C. H. ELLIS, President 


Total Insurance in force 
Total Resources 


$18,000,000.00 
2,500,000.00 





We have a few attractive openings for high class life insurance men throughout 
our territory. 


If interested, write for full particulars, also ask for a description of our New 
Double Indemnity and Accident Benefit Policy. It’s a Winner. 


E. G. SIMMONS, Vice-President and Agency Manager 
Whitney Central Bank Building 
New Orleans, Louisiana 


Royal Life Insurance Company 


ALFRED CLOVER, President 


Industrial and Ordinary Policies 





Special confidential contracts for Superintendents, Assistant 
Superintendents and Agents in Indiana, Illinois, 
fowa, Kansas, Kentucky, Michigan, Min- 
nesota, Ohio, and Wisconsin 


Now Organizing a Health and Accident Department 


Head Office 
108 S. La Salle Street, Chicago 

















Liability Accident 


Burglary Disability 


Surety Bonds Plate Glass 





Automobile Liability and Property Damage 
Workmen’s Compensation 
Industrial Insurance 


Casualty Company of America 


Home Office: 68 WILLIAM STREET, NEW YORK 








Good Service 
AND 


Guaranteed Cost Life Insurance 


are the Cornerstones of our Suocessful Company. 


Brief, liberal, clearly expressed policies with guaranteed low 
cost are serviceable alike to policyholders and agents. 


Specimens of Life, Accident or Health policies furnished 


upon request. 


FOR AGENCIES ADDRESS 


The Columbian National Life Insurance Company 
BOSTON, MASSACHUSETTS 


ARTHUR E. CHILDS, President 

















“Two of the Oldest and Strongest Fire Insurance Companies of France” 


GENERAL FIRE ASSURANCE COMPANY 


OF PARIS, 


FRANCE 


ESTABLISHED 1819 


URBAINE FIRE INSURANCE COMPANY 


OF PARIS, 


FRANCE 


ESTABLISHED 1838 
Agencies Desired in the Principal Cities and Towns 


FRED. S. JAMES 


E. E. WAKEFIELD 


Ass’t Manager No. 123 WILLIAM STREET 


FRED. S. JAMES & CO. 


United States Managers 


GEO. W. BLOSSOM 


c. B. G. GAILLARD 


NEW YORK CITY Agency Supt. 























